

WD Caviar Eivhaaced IDE Drives 


The best quality and reliability in the industry - available from Supercom 



Why you should be buying 
WD from Supercom 

Western Digital is an innovative leader in the hard drive field that 
provides exceptional performance, quality, and unsurpassed 
reliability in its WD Caviar hard drives. The WD Caviar 3-5-inch 
hard drives provide the performance, quality, and reliability 
required by today's high-performance Pentium, Pentium 
Pro and Power PC computers. These drives offer a full 
complement of features In a wide range of drive 
capacities, up to 4,0 CB, making the WD Caviar 
series powerful drive solutions for any need. 

CacheFlow4, CacheFlowS, Reed Solomon 17-bit 
on-the-fiy ECC, advanced defect management, 
guaranteed compatibility, universal 
translation, increased reliability, and 
advanced power management are but 
a few of the features that underscore 
the exceptional design of WD Caviar 
hard drives. The Enhanced IDE features 
on all Caviar drives support local bus 
IDE applications for the fastest host 
transfers. When integrated into PCI local 
bus environments, the performance levels of these 
drives are even higher. 

Advanced design, extensive testing, and state-of-the-art 
manufacturing yield highly reliable hard drive products. This award 
winning combination and our commitment to quality allowed 
Western Digital to offer the industry's first three-year warranty or 
WO Caviar EIDE hard drives. The WD Caviar hard drives are fully 
certified to run Novell, Microsoft Windows 95, and Microsoft 
Windows NT 4.0 applications. 

The entire family of Western Digital IDE and Enterprise SCSI hard 
dr'tves are available from Supercom, your source for quality computer 
systems, peripherals and components. Supercom's commitment to 
excellence delivers the products, pricing, service and support you 
need to help you keep your competitive edge. 
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Supercom 

m Super Quafrfy Computer Product Distributor 


Vancouver Tel: (604) 276-2677 
Toronto Tel; (905) 415-1166 
Montreal Tell (514) 335-'1166 
Nationwide Toll-Free Inquiries 


Fax; (604) 276-0807 
Fax: (905) 415-1177 
Faxi 1514) 335-9326 
1-800-949-4567 




CHAMPION HARD DISK DRIVES 

The new 3.5-inch Champion Family 
of hard disk drives provides main- 
stream storage for performance 
desktop computers. 

• 3.0 GB, 2.5 GB, 2.0 GB, 1 .7 GB capabilities 

• Superior Quaiity 

- 500,000 hour MTBF 

- 3 year warranty 


Unique seaied PCBA design 
Highest reiiabiiity availabie 
Superior performance 

- 5400 RPM 

- 256 K Cache 

- Sub 12 msec access time 

- PIO Mode 4 


At EMPAC we do considerably 
more to ensure that you gain a deci- 
sive edge over your competition. 
EMPAC offers you a superior range of 
technologicaliy-advanced hardware 
products, from entry level to the most 
advanced systems, monitors, CD- 
ROM/Hard disk drives and main 
boards. 

EMPAC is truly unique because 
we take the time to provide exception- 
al personalized sales and customer 
support, very competitive pricing, 
unbelievable specials (faxed weekly), 
custom and preconfigured systems 
and a variety of hardware products. It 
all adds up to a total solution that 
works to your advantage. 

Visit EMPAC on the web @ 
www.empac.ca 

1-800-TO-EMPAC 
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Solutions In Computer Distribution 


Call your EMPAC sales representative for more information. 


Toronto Office 
168 Konrad Cres. 
Markham, ON 
L3n 9T9 

Ph: 905-940-3600 
Fx; 905-940-3604 


Montreal Office 

3385 flue Griffith 
St. Laurent, PQ 
H4T1W5 
Ph; 514-345-9000 
Fx: 514-345-8551 


Vancouver Office 
186-4611 Viking Way 
Richmond, B.C. 

V6V 2K9 

Ph: 604-821-0177 
Fx: 604-821-0277 
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Pentium 


Why Not Deal With The Biggest? 

Rvi\inp pans rhc usual wa\'? Ni)-iianH' brands idnu known origin. No assurances of reliability {)r compatibility. No support. That’s no way 
to build a computer. Much les,s a business, Sssitch to Acer components. Ks'crv Acer product meets the toughest quality standards in the 
industry. And thatincludc.s just about every kind (jfcomponent your system needs. From monitors uid keyboards to motherboards, sound 
cards, cha.ssis, and (ID-ROMs, AcerOpen has it all! And you’ll rest easy knowing everv Acer component works together. It’s proven every- 
day. As a matter of fact. Acer built the world’s lifth lai^cst l’(! company around these parts. At Conttronic, we’re your one-stop Acer 
source. Our warehouses are packed to the ceiling with Acer qualitv products. And all at prices that figure to leave you plenty of margin. 
(!a!l Conttronic, Canada’s largest AcerOpen Distributor, now for qualitv and quality that adds up. 
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Call 1-800-297-S505 Today For An Authorized Conttronic Distributor Near You! 


Toronto 

905-479-8336 

Hnmlllon 

905-S74-3744 


Vancouver 

604-273-7280 

Montreal 

5I4-73M223 


Halifax London 

902-468-8777 5 1 9-679-2922 

Ottawa Kingston 

6 1 3-736- 7513 61 3-634- 1 880 
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The Apple of Gates’ eye? 


Microsoft Corp. 


Whether it wai 
gun wedding, 
riage of c 
the re.sull of long-stand- 
ing flirtation. Apple 
Compater Inc. and 
are now officially “an 


The relationship has its well-wishers, 
its critics, and of course, its skeptics. 
Certainly at least a segment of the Mac- 
failhful were bent oul of shape as Apple 
takes a shine to what some fervently think 
of as the "evil empire." One Macintosh 
zealot told me he and his friends wore 
black armbands the day after the announce- 

Of course, Apple has always been able 
to inspire a nearly religious devotion 
among a portion of its user base. Oracle 
CEO Larry Elli.son (noteworthy, in this 
instance for his active dislike of Bill 
Gates), is a new member of the board of 
directors at Apple. He too is struck by the 
enthusiasm of Apple's user-base. He said: 
"Apple's the only lifestyle brand in the 
computer industry. It's the only company 
that people feel passionate about. My com- 
pany Oracle is a huge company, IBM's a 
huge company. Microsoft is a huge compa- 
ny. but no one has incredible emotions 
associates with our companies." 

(An aside; there is perhaps an argu- 
ment that a subset of.tCom PalmPiloi users 
are approaching a Mac-like enthusiasm.) 

Indeed, although the Macheads 
cheered and applauded the entry of Apple 
co-founder and interim leader Steve Jobs 
on stage, they ardently booed the appear- 
ance of Bill Gales on the overhead screen 
at Macworld Expo in Boston, as Jobs 
announced the new agreement that will sec. 
for example, co-licensing of technologies 
between Apple and Microsoft, a USSI50 
million cash infusion by Microsoft, a com- 
mitment by Microsoft to develop Office for 
the Macintosh for the next five years, and 
the instullaiion of internet Explorer the 
default on every Macintosh computer. For 
more on that announcement, and what's 
going on over at Apple, please check out 
Jeff Evan's "Apple Gels Cozy With 
Mk rosofi. Ill New Deal." on page 16; and 
Graeme Bennett's "Apple As A MeUiplinr." 
page 20. 

And be sure to peruse Doug Alder's 
report. "The Even! Of The Ceiiliiiy '.'" page 
62, direct from Macworld Expo. 


The concerns surrounding the 
Apple/Microsofl agreement arc varied. 
Some users worry that Microsoft's inllu- 
ence may negatively impact the creativity 
for which Apple is known. Others worry 
that if Microsoft has free access to Apple's 
developments, it could make the Macintosh 
platform less unique in the mari;ei-piace. 
.Still others mourn yet-anothcr-blow to 
Netscape Corp., as virtually every desktop 
computer sold will already have a Web 
browser loaded on it. 

Yet other industry watchers are 
cheered by the announcement. The sheer 
marketing sway of having the mammoth 
player of the industry — Microsoft, on 
one's side, docs indeed carry weight, assur- 
ances of stability and a sense of credibility 
to the business community at large. And for 
u company like Apple, with only seven per 
cent market-share and shrinking revenues; 
such market messages are of incredible 

This is of course not the first lime 
Apple has learned up with a major PC -ori- 
ented vendor. Don't forget the 
AppIc/IBM/Molorola alliance that was 
launched in 1991. That announcement 
made huge headlines as the general media 
proclaimed the coming together of two 
computing solitudes. Back then, pundits 
predicted the alliance would eventually 
bring together the PC and the Mac into one 
unified platform. 

Certainly the PowerPC processor has 
been an important technology, especially 
for Apple. The Taligent operating system 
and Kaleida multimedia initiatives were 
considerably less noteworthy. 

And despite the hopes and fears voiced 
at that time, the PC and the Mac platforms 
still haven't merged, and Apple and IBM 
are certainly still separate companies. 

In the big scheme of things, it will not 
be Microsoft that will save Apple. 

As something of the underdog in the 
industry. Apple has historically responded 
with creativity and innovation. Regardless 
of this latest version of 'coopenition.' 
Apple will only see success if it emeiges 
with strong le;idership and direction. And. 
the company must dig deep down for its 
rtx'ls. and provide (and skillfully market!) 
truly innovative, intensely usable products 
— a just reward for the Mac faithful. O'* 

Civee Cas.wliiKiii 
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Close more sales 
Increase profits 


Become a 


NEWCOURT 

CREDITllNK 

Authorized Dealer 


Newcourc Ci?£Di7LINK, an automated, on-the-spot finance program, 
provides you with an easy-to-use total finance solution. 

Within 8 minutes, you can negotiate a financial term, receive a credit decision 
and have the lease documents printed, all at your store locations. 

With Newcourt CR£D/7LINK you control the sale! 


AND... you have access to a team of sales &: marketing professionals 
across Canada who are dedicated to being your financial partner, through 
training, merchandising and advertising support. 

Contact your local manufacturer or distributor. 


P R O D ATA 

KEYTECH 

BEAMSCOPE 

1 -800-567-3274 

(204) 452-7347 

1-800-268-5535 

SHARP SYSTEMS 

3D MICROCOMPUTERS 

PCB INFORM ATIQUE 

1-800-56SHARP 

1-888-1 GO 4 IPC 

DISTRIBUTION 

1 -888-221-3030 

SUPERCOM 

STD SYSTEMS 


1 -800-949-4567 

1-800-INFO STD 

B 1 Z - P R O LTD. 

(519) 432-7564 

K E N - R O D 

EDGE WHOLESALE 


1 -800-530-0794 

(905) 948-0000 


SHARP Supercom 
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KeyTech KEN-ROD 

BIZ-PRO LTD. ipOi 
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LETTERS TO THE EDITOR 


More information on Velo? 

After reading (an article on handhelds in) 
Canadim Computer Wholesiiler. 1 am more 
confused than ever, i need a handheld and so 
went surfing on Philip's site but found no 
price tags. 

How does it compare to the 2MB 
Cassiopeia (not only price, but performance)? 

Ginelle Beurdsett 
CompiiTips Training 
Kirkland. Que. 
gin^ioiat.nei 

Kdilor's Note: Buried in the depths of FAQs 
on Philips's Web site {http://www.velol.com/ 
velo/), is that information that the Velo I 
■JMB unit has a street price of LfS$599.99. 
and the Velo 1 SMB system with rechargeable 
batteries has a street price of US$8.W.99- 
Thc Veio has done very well in product 
reviews. It has a built-in modem, which does- 
n't run the battery down in five minutes. It 
has voice recording as well. The most signif- 
icant competition seems to he coming from 
the new Hewlett-Packard version of the HPC, 
with a wide, back-lit screen. 


On-line subscriptions? 

On the outside of a recent issue of Canadian 
Computer Wholesaler magizine was a renew- 
al notice. Just a suggestion, if you have a Web 
page, let people renew on-line. You may get a 
better return on subscriptions. 

The magazine is good, I used it to buy 
my Acer 18X CD-ROM. Thanks for being 

Douglas Ross 
Consultant 
Ross Computer Consulting 
Logan Lake, B. C. 
dougrossifydirect. ca 

ECdilor's Note: Our apologies for not includ- 
ing notification of our Web site subscription 
renewal option on our renewal notice. 
Readers can renew their subscriptions at our 
Web site, at http://www.ccwmag.com. 


Bill Cates will own the 'Net 

With a bit more speed for audio 
and video files, the Internet will 
end up being just like televi- 
sion. and people will have a 
few million channels to choose 
from — and somehow Bill Oates will own it, 
I just picked up this magazine — and I 
like it much belter than any of the American 
glossy magazines. Great design overall. 

7b/on/o 

lit- nelcvme your letters on indii.slrv issues 
and concerns, as well as your camnwnl.s on 
our magasinc. 

lie reserve the right to editor your contribu- 
tions liir length and clarity. 

Please write to The Editor, via E-mail at 
ccwifi'.tcp.ca. or fax: (604) d/).V-2rt.Vd, 


CCW Bulletin Board 

Looking for a product, service or partner? 

Write to CCW Bulletin Board, at ccw@tcp.ca, or fax: (403) 262-7892. 





Angel Notebooks are Assembled by: CanodlCin Advanced Industries Ltd. d05 Britornia Rd. East, Suite 23, Mississauga ON. 
Tel: (9051 50) -8373 Toll Free: (888) 32ANGEL (322-6435) Fox: (905)501-8376 


5800 Performer Plus 


- 13.3/14,l'TfT Active MoirixXGA LCD 

• Perslium 233 Mhz MMX Support, 

1 28 M8 EDO RAM, vrilli 4 MB EDO Video RAM 

- S-Video T.V. Out with MPEG and Zoornod Video 

• All-in-one int. Floppy and 18X CD ROM Drives 

- Options (or 2nd HOD (supports upto 1 0 GB), 
2nd Battery & Magneto Optirol Drives 

• 1 6-blt Full OupIsxSound Chip with 3D Suround 
Sound 

Starting at $4,399 

PI64 MMX. 14MB RAM. 1.44GB HD8 33.4Fai Modem 


6300 Presenter 

Three easy steps is how for you ore from 
traniloiiring your Angel Presenter Notebook 

theolre. 

With G speciolly designed, easily removable 
ICO Back Panel, end unique Support 

LCD panel. Gel the Presenter, and get the 

show rotting. 

Starting at $4,999 


Winner of Editors Choice Award lor 
"Best Over All Notebook' 

Complete with 0 12.)' SVGA LCD, upto 
Pentium 233 Mhz MMX Performance, 

Built-in I6X CD ROM Drive. Removable 
Hard Drive, Floppy Drive ond Boltery oil 
Simultaneously Integrated into on ergonomic cose, 
and with opiionol MPEG full screen motion video & 
T.V. output, the Angel 5800 Performer Plus 
is simply: Extreme Powerl 

Starting at $2,650 

PIMMMX, 16MB RAM. 1. 4408 HD & 33.6 Fox Modem 


Call far tli* latest 
Prices & SpecifUatieas 


-The 5800 Performer Plus is o real 
performer equipped with all the bells 
S whistles' CCW June 1997 
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INDUSTRY FLASH 



Windows 98 — it's officiai 


At the recent Windows Platform Briefing in 
Seattle, Paul Maritz, the group vice-president 
of Microsoft platforms and applications offi- 
cially confirmed ihiil ihe name of the next 
version of the MS Windows 95 operating sys- 
tem will be Windows 98 — expected to ship 
sometime in 1998. Until now, the new ver- 
■sion of the operating system had been 
referred to by its code name. "Memphis.” 

Windows 98 is currently in an advanced 
beta test version. It is expected to offer a high 
degree of backwards compatibility with exist- 
ing Windows applications, plus many new 
features, such as improved hard drive perfor- 
mance with the aid of a new Disk 
Deframentation Wizard, and tools such as a 
system file checker, to monitor system 
changes and restore the system in case of file 
problems. Other features include enhanced 
Universal Serial Bus (USB), multi-monitor, 
and dual modem support. 

Microsoft also announced its initiative 
to reduce the cost of moving to the next ver- 
•sion of Microsoft Office, and to lower its 
administration costs. Microsoft claimed that 
these efforts would reduce the total cost of 
ownership (TCO) by 50 per cent Some of the 
new capabilities aimed at increasing the effi- 
ciency of future versions of MS Office 
include Installation-on-Demand, for optimiz- 
ing Office installations, and Self-Repairing 
Applications, to let users replace missing 
system files even if an end-user has 


deleted tliem. 

As well, Microsoft outlined a strategy of 
‘Continuous Reinveniion' for Windows, a 
process of incremental improvement in every 
facet of the Windows operating system, from 
file systems to drivers. According to Maritz: 
“The secret of the PC phenomenon has been 
that Windows has enabled unprecedented 
software and hardware innovation on the pan 
of the entire PC industry. This process of 
reinveniion will enable Windows to be the 
common link for an increasing number and 
variety of computing devices ranging from 
mainframe class systems, small-business 
servers, terminals and networked PCs to 
entertainment and consumer electronic 
devices." 

Quantum announces record 
sales and earnings 

Quantum Corp.. a manufacturer of PC hard 
drives, announced sales in the first quarter of 
fiscal 1 998 of US$1.45 billion, up 26 per cent 
from sales in the quarter one year previously, 
and net income of $96.5 million, compared to 
$3.8 million in the quarter a year previously. 

According to Michael Brown, 
Quantum's CEO, the improved profitability 
was mainly due to strong DLT tape sales, 
while unit shipments of hard drives were con- 
siderably increased. "Our DLT technology 
has become a preferred solution for back-up 
and archival storage requirements for mid- 
range .servers based on its advantages in 
terms of capacity, performance, and reliabili- 
ty relative to competing technologies. At 18 
per cent of our sales for the quarter and a 
much higher percentage of our operating 
profits, our DLT tape products provide an 
important element of diversification for our 
overall business.” 
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INDUSTRY FLASH 

Intel will buy Chips and Technologies 

Intel Corp. has entered into a definitive agreement to acquire 
Chips and Technologies Inc., a maker of graphics accelerator 
chips, based in San Jose. Calif. 

Intel says Chips and Technologies will become a wholly owned Intel 
subsidiary. 

“Intel’s acquisition of Chips and Technologies will provide us with the 
ability to bring .strong graphics solutions to the mobile market segment." 
said Craig Burreit, Intel’s president and chief operating ofTicer. in a staie- 



Merlsel Inc. has reported quarterly profits 

Merisel Inc. has achieved its third consecutive quarter of profitability for the 
period ended June 30. The company reported consolidated net income of 
US$2.05 million, or USS.07 per share, on sales of USS895.75 million for 
the second quarter of 1997, compared with a net loss of US$1 1.4 million on 
sales of US$1.44 billion for the second quarter. 1996. 

The figures included Merisel’s ongoing distribution businesses in the 
U.S. and Canada. The company reported sales were particularly strong in 
Canada. 

Merisel Inc. is currently examining a debt restructuring proposal. 
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V8 tamily of multi-media PCs 
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Please call Elco Systems at 

Toronto (SOS) 470-7301 Ottawa (613) 740-8227 
Vancouver (604) 303-0206 Montreal (514) 333-6538 


Microsoft buys VXtreme; intros new NetShow 

<NB) — Microsoft Corp. has bought video streaming ^ 

technology company Vxireme Inc. for an undisclosed "WCfOSOTf 
amount. 

The software giant also released the newest version of its NetShow 
streaming media server that brings audio and video to a user's desktop. 

The NetShow 2.0 client is available for downloading for the Windows 
95. Windows NT. Windows 3,1 and Unix operating systems, and will soon 
be available for the Macintosh. 

Microsoft's Web site is at http://www. microsofl.com. 


Intel and SAP create Pandesic for e-commerce 

, (NB) — Intel Corp. and SAP America Inc. of Walldorf 

inUM . Germany, have formed Pandesic LLC to develop integrated 
e-commerce/e-business systems- 

The 50:50 partnership, headquartered in Sunnyvale, Calif, with 50 
employees, will offer a custom hardware/software system based on a single 
server, connecting customers, merchants, warehouses, and manufacturers. 

Intel's Harold Hughes, a veteran executive with the chipmaker. is 
chairman of Pandesic, and Brian Plug, an SAP vice-president, is now pres- 
ident and chief executive officer of Pandesic. 

Intel and SAP are targeting small, medium, and Fortune 1000 compa- 
nies. Beginning costs of a system are in the range of “double digit thousand 
dollars." 


Visual computing: The new hot market? 

The message of the recent 1997 Siggraph convention in Los Angeles, was 
that the future of computing is graphics. Not just for Hollywood special 
effects proles.sionals or computer gamers, but for the mainstream SOHO 
and business markets, and especially for computer manufacturers and 
resellers. 

Siggraph stands for Special Interest Group (Graphics), a branch of the 
Association for Computing Machinery (ACM), At the show this year. 
Windows-based systems for less than $10,000 seemed to outnumber the tra- 
ditional Silicon Graphics, Sun and Digital workstations and supercomput- 
ers. Digital, in particular, seemed to have decided to adapt to the influx of 
PC technology into the 3D animation and graphics market by offering pnxl- 
ucts that straddle the line between desktop PCs and worksiaiions. 

Digiial has found that graphics is the trump curd that has let it thrive 
in the high-end PC. personal workstation and server markets. ffiH 





Make some real profits today... 

The Explore The World of Software Wayt 


WIDEST SELECTION 

When you display a rack full of Explore The World 
of Software CD-ROMs, you will amaze your 
customers with a world of software covering every 
possible Interest and age group. With over 1 30 
CD-ROM titles (Spring ’97) for Windows ’95, Windows 
3.1, DOS, and Macintosh, plus regular new releases, 
we’ve got something for everyonel 


LOADED Wmi CONTENT 

Have your customers had enough of being disappointed 
with empty-ROMs ? Explore The World of Software 
CD-ROMs are loaded with content - 30 to several hundred 
programs, or 100010 5000 clipart Images In each CD-ROM - 
unbeatable value which not only meets but exceeds your 
customers' expectations. 


THE RIGHT TITLES 

Other CD-ROM producers may offer lots of 
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COMPLIMENTARY TITLES 

Explore The World of Software Is much more than a disjointed 
collection of random CD-ROM titles. It is a systematic collection of 
complimentary titles which work together as a series of volumes to 
encourage repeat consumer buying. 

DONT BUY A CD-ROM, BUY A SPEEDY-ROM 

Our Easy Menu System makes our CD-ROMs so quick and easy to use, 
we call them Speedy-ROMsI 

THE BEST FLOOR SPINNER IN THE BUSINESS 

Holds 6 each of our Top 48 titles for a total capacity of 286 CD-ROMs. This 
rugged display has a smooth turning ball bearing base and angled baskets so 
that CD's stay neat and secure even when the display Is almost sold out. 

Takes only 2 feet of ftoor space - fits in the tightest locations. 

ALL TITLES AT ONE LOW, PROFITABLE PRICE 

Impulse selling price - high margins - one low cost - making high profits has 
never been easlerl 

IT ALL WORKS TOGETHER - 
TO MAKE YOUR BUSINESS GROW 

Widest Selection - Loaded with Content - The Right Categories - Complimentary 
Titles - Easy Menu Systems - The Best Display - One Low Price - High Profits - 
that's what you call Synergyl No wonder Dealers and Distributors worldwide are 
amazed with the strong, consistent, growing sales and superb profitability they 
enjoy with Explore The World of Software CD-ROMs. 

Don't delay - join our Proven Woiidwide Success today! 

MAKE SOME REAL PROFITS TODAY- 

THE EXPLORE THE WORLD OF SOFTWARE WAY! 



Marketed Worldwide By: 

ROCELCO INC. 

24 Viceroy Road 

Concord, Ontario. Canada L4K 2L9 
Phone; (905) 738-0737 

Canada / USA WATTS: (800) 387-9101 Fax: (90S) 738-0396 
mail: rocelcoOrocelco-com 
Worldwide Web: httpr/rwww.rocelco.com 


CANADA WATCH 



Ontario business info system 
goes on World Wide Web 

(NB) — OnCorp Direct Inc. said it will offer 
the Ontario Business Information System 
(ONBIS) on the Web or through dial-up con- 
nections. 

Under contract with the province’s 
Ministry of Consumer and Commercial 
Relations, OnCorp will offer searching of 
corporate and business names, and access to 
reports and certificates that in the past could- 
only be obtained from ministry offices. 

The Web site is at hlip://www. 
oncorp.com. 


Canada has plans to eliminate software tax shelter 


(NB) — Canadian minister of finance Paul 
Martin and minister of national revenue Herb 
Dhaliwa! have proposed a change to income 
tax regulations that would do away with a tax 
shelter for investments in computer software 
development. 

The change would mean that capital cost 
allowance deductions for computer software, 
if not already subject to leasing property 
rules, would be deductible only up to the 
amount of income earned by the business in 
which the software is used. This would essen- 
tially stop investors from saving taxes by 
investing their money in unprofitable soft- 
ware development projects to get tax losses. 

According to government officials, the 
change would impose the same restrictions 
on tax write-offs for software not developed 
to earn lease, rent, or royally income as 
already apply to software under the leasing 
property rules. 

In the past, investors have been able to 
obtain sizeable tax write-offs in a couple of 
years by investing in software development 
projects, sometimes deferring payment of a 
large part of the investment until later. 
Meanwhile, while these ventures were 


required to have a “reasonable expectation of 
profit," lax officials were concerned that in 
some cases there was no real intent to make 
profits on the sale or use of the software. The 
new rules will eliminate that concern by 
requiring that the operation be profitable 
before any tax deductions can be taken, said 
an official at the finance ministry who asked 
not to be identified. 

A background document issued by the 
government said the revenue ministry has 
found numerous cases where software tax 
shelters were breaking existing rules, and has 
reassessed lax returns to the tune of more 
than $20 million. The new rules will reduce 
disputes and protect potential investors from 
being sold tax-shelter schemes that turn out to 
be ineligible under the law, government offi- 
cials claimed. 

The change is likely to provoke concern 
among software developers, however. The 
tax rules on software investments were creat- 
ed to help address the difficulty software 
developers have said they face in obtaining 
financing to develop a largely intangible asset 
which the financial industry has not always 
understood well. 


NIPPON Technology Inc. 

#525-3771 Jaeombs Road, Tel; (604)241-9828 
Richmond, B.C. V6V 2L9 Fax: (604) 214-9829 


■ Multimedia Specialist 

TOSHIBA l\IEC Panasonic 

8XCD-Rom l2XCD-Roni 24XCD-Rom 
DVD & CD-Changer 


^^Not^ookHardJDme ^ 

TOSHIBA 2.16GB (ATA-3)MK-2163M 
S-lOQ-flO 

(sugiMled mail price) 

Affordable and 
Reliable Modem 

33.6 internal fax modem w/voice 

* 66 -“ 

***Volume discounts available**"^ 


Supercom distributes O.R. Technology drive 

Markham, Ont.-based Supercom has added O.R. Tbchnology's a;drive 
to its product line. 

Supercom says the I2()MB 3.5-inch floppy drive delivers 80 times 
the capacity, and five times the speed of standard 1.44MB drives. 
Meanwhile, it retains compatibility with 720KB and 1.44MB floppy 
disks. For more information, call: (905)415-1166. 


Nevermind "Ma Bell" — do it yourself 
with Concero Switchboard product 

One of the most common headaches for the one million small 
office/home office (SOHO) operators in Canada is the difficulty of 
managing the telephone connections into a SOHO site. The usual state 
of a home-based computer telephony setup i.s a jumble of wires, and a 
jury-rigged process for sending and receiving faxes, voice mail. E- 
mail, Web browsing, and family and office phone calls. 

That situation may change permanently as a result of the release 
of a personal switchboard product for the SOHO market. Ottawa-based 
Cenirepoinl Technologies has launched its new Concero Switchboard, 
claimed to be ‘The most advanced and complete solution available to 
transform the small or home office into a powerful communications 
command centre.” 

According to Jan Scheeren, president of Centrepoint, 'Today's 
SOHOs have to cope with an assortment of office gear that operates in 
a kind of electronic anarchy. Our Concero Switchboard brings com- 
puter telephony to the desktop as a real solution to these everyday com- 
munications snags." 

The Concero Switchboard is essentially a tiny telephone exchange 
which can be connected to two incoming phone lines and routed to four 
extensions. It can function happily os a standalone device, or it can be 
controlled via a serial cable from your PC. The suggested list price is 
about $675. See hllp;//www.ctfpoint.com or telephone (613) 725-2980. 
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PC purchasers get instant credit, on-line 

Newcoun Credit Croup, a division of Newcoun Financial, a large 
Canadian lending firm, has established a new computer leasing ser- 
vice, CreditLink. which is designed to make retail leasing of comput- 
ers quick and painless for both buyers and resellers. 

Once a reseller has been authorized to use the CreditLink system, 
filling in a leasing contract and making a credit authorization request 
is a matter of a few minutes. Credit information on any poiential cus- 
tomer who ha.s a Canadian bank account is processed through a secure 
credit clearing house, and authorization is determined on the spot. If 
the lease is approved, the client can leave with the PC, or as quickly as 
a custom configuration can be assembled. The monthly credit pay- 
ments are deducted from the buyer’s bank account, but of more sig- 
nificance to the reseller, full payment is made within a day or two of 
the customer receiving the product. According to Newcoun represen- 
tatives, the interest charges on CreditLink leases are comparable to 
current credit card interest rales, but there are no credit card charges to 
the retailer. 

Newcoun claims that more than 700 computer resellers are cur- 
rently making use of the system, and Dell Computers has adopted 
CreditLink to use in conjunction with its direct salc.s program. 
Newcoun claims that CreditLink gives Canadian resellers of all sizes 
a competitive advantage by making leasing a painless, competitively 
priced oplion, facilitating quick sales for both resellers and end-users. 
For more information, contact hitp://crcdling. newcoun. ca. 

Motorola supplies modems to Empac 

Canadian-owned Empac Computer Corp. is now 
shipping computers that incorporate Motorola 
56Kbps SURFR Series modems, thanks to an 
agreement with Motorola’s Information Systems 
Group, transmission products division. 

In a statement. Empac president John Pang 
said customers are demanding fa.sier speed 
modems. Moreover, he said Motorola and 
Empac would be offering joint promotions over 
coming month.s to Empac's 3.50<) active reseller 
partners. 

Maximizer launches Tracker Software 

(NB) — Vancouver's Maximizer Technologies Inc. has introduced 
Tracker 97, an update of the contact management software the com- 
pany acquired in early June from Tracker Software Australia Ply. Ltd. 

Sold only outside North America, the new release incorporates a 
variety of features including a new desktop interface borrowed from 
the vendor’s other contact-management package. Maximizer. 

Tracker users in North America, where the package does not have 
a large installed base, will be offered an upgrade to Maximizer 97. 
which company spokesperson Jacqueline Parker said is ’'basically the 
same package" with a few different features. 

The new desktop has something of the look and feel of a World 
Wide Web browser, allowing users to click on areas to enlarge them or 
bring out further information, said Parker. Other new features include 
wizards for various common tasks, multitasking abilities such as list 
processing in background, wildcards in searches, and group scheduling. 

The software's communications capabilities include the ability to 
launch a 32-bit E-mail package — provided it complies with either the 
Vendor-Independent Messaging (VIM) or the Messaging Application 
Programming Interface (MAPIj standard — from within Tracker to 
.send E-mail to contacts as well as receiving incoming mail and attach- 
ing it to the appropriate contacts. 

The list price of Tracker 97 is US$150- 



Mitel Corp. buys Candalf's product lines 

(NB) — At least some of Gandalf Technologies Inc. will be saved. 
Mitel Corp. has announced that it will buy the struggling communica- 
tions equipment maker's technology and products, though not its ser- 
vice business. Both companies are based in Ottawa. 

Gandalf filed for protection from its credilors late in July after 
attempts to find a buyer or major investor fell through and the compa- 
ny ran out of money. Prospects had begun to look grim for the firm to 
sell off even parts of its operations. 

The deal with Mitel, which will pay US$14,9 million in cash for 
all of Gandalf's products including its remote-access business, is like- 
ly to save the jobs of 60 to 1 00 employees. Kirk Mandy. vice-president 
of business communications and semiconductor business at Mitel, said 
his company will need design engineers and other staff from Gandalf 
to keep up the product line. 

Numbers are indefinite as Mitel is “still kind of working our way 
through it.” he said, but a number of current Gandalf employees are 
likely to get Job offers from Mitel. 

Canada-U.S. ATM service is available 

For businc.sses with operations in both the U.S. and Canada, the issue 
of providing high-speed network links across the border has been a 
source of either expense or frustration, due to the shortage of publicly 
available high-bandwidth international commercial telecom services. 
On Aug. 1 1 . Bell Canada and America’s MCI announced an alliance to 
provide cross-border ATM (Asynchronous Transfer Mode) service. 
This speed range makes applications such as telemedicine, 3D imag- 
ing and CAD-CAM more tea.sible. 
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AT OKIDATA 
WE’RE MAKING 
MORE THAN 
GREAT PRINTERS. 

WE’RE MAKING 
A COMMITMENT. 

Our commitment to your success ! 

For 24 years, Okidata has built a reputation for reliability with a line of 
dependable printers and new products designed to meet your needs. \ 

i< 

RELIABLE PRODUCTS have earned us the Channel Champion Award for ^ 
three co/isecut/Ve years and a 1997 Reseller's Choice Award. : 
RELIABLE SERVICE AND SUPPORT is available through our dedicated VAR b 
Web site (www.okidata.com/vartt) and network-certified tech support, g 
RELIABLB CUSTOMER HELP LINE is now available 24 boors, 7 days a | 
week, which allows you to focus on selling. 



61997 OKIDATA, a division at OkiAmeiica, Inc. OKIDATA, UlCFtOLINEReg.T.U., M.D.. OKI Electric Indusliy Co., Ud. OKIPAQET.M., OKI Elaclilc Industry Co. Ltd. Tank Tough R 



THE HEW 
OKIPAGE~ 
16n PAGE 
PRINTER 


Ideal work 
group printer 
16 ppm, true 
600 dpi resolution 
Tank Tough* reliability 
backed by a standard 
one year onsite iimited 
warranty* 



• 67% higher 
Tank Tough 
reliability** 

• 100% longer 
printhead life’ 

• Exceptional paper 
handling for forms 
twice as thick** 


THE HEW 

ML390 

TURBO 

24-PIN 

PRINTER 



THE HEW 
ML320 
TURBO/D 
9-PIN 
PRINTER 

• For DEC ANSI 
applications 

* Okidata Tank Tough 
reliability 


• 95% faster’* 

• Exceptionai paper handling 
for forms 



BECOME AN AUTHORIZED 
OKIDATA TANK TOUGH VAR. 

As an authorized Okidata VAR, you'li 
have a number of opportunities to 
enhance your margins through the 
Government and Education Program, 
demo units, Learn-to-Earn Plus, OKi- 
PLU$ programs and more. We aiso 
offer you exciusive distribution, 
training and technicai support, ail 
designed to help you reach your 
business goals. 

TO LEARN MORE ABOUT OKIDATA’S 
TANK TOUGH VAR PROGRAM, 
CONTACT YOUR OKIDATA SALES 
MANAGER OR CALL 1-888-232- 
8530 OR VISIT OUR WEB SITE AT 
www.okidata.com/vartt 



Awardwinning OKIDATA printers are proudly distributed by: 
Ingram Micro: 800-668-3450, Merisel: 80C^6374735. 
TechData; 800-668-5588, 


OKIDATA 



THE INDUSTRY 
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On Aug. 6, Sieve Jobs, acl- 

I ing leader of troubled 
Apple Computer Inc. 
announced a major part- 
nership with Microsoft 
that rocked the Apple 
faithful and delighted Wall 
Street, at least temporarily. 

At an addres.s to a packed hull in Boston, Jobs 
informed the audience of a siring of major 
initiatives to get Apple back on track follow- 
ing the .sudden departure of Apple's most 
recent CEO, Gilbert Amelio. 

A new slate of Apple board members, 
including Oracle founder Larry Ellison and 
Jobs himself was unveiled. Then, in a move 
that seemed to ironically echo Apple's 
famous ‘1984' commercial, (where the Apple 
Macintosh was launched as a counter to Big 
Brother's IBM PC), the giant video screen 
behind Jobs lit up with the image of an appar- 
ently amused Bill Gates, often regarded by 
Mac boosters as the modem Big Brother. As 
Gates smiled benignly. Jobs outlined a recent- 
ly negotiated, complex deal between Apple 
and Microsoft. First, Microsoft will invest 
US$150 million in Apple, buying newly cre- 
ated, non-voting shares in the company. 

Second, Microsoft and Apple will agree to 
cross-license their technologies to each other, 
to spur faster software development and 
greater compatibility. Apple will abandon its 
remaining legal challenges against Microsoft 
on grounds of copyright violation, and 
Microsoft will make an undisclosed number 
of royalty payments to Apple. Apple will pro- 
mote the Microsoft Internet Explorer Web 
browser as the browser of choice for Mac 

The deal re.sulted in an immediate 30 per 
cent jump in the value of Apple stock, and 
was viewed as a coup for Jobs, who had per- 
sonally prevailed on Apple's in.sular manage- 
ment culture to do a deal with the devil. 

Apple gained a much-needed dose of credi- 
bility from Microsoft’s support, and it will be 
up to Jobs and whoever becomes the new 
Apple CEO to move quickly to add substance 
to Apple's claim that it is reinventing itself 
for long-term success. 
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Apple's earliest and most enthusiastic soft- 
ware development partners. Gates saw the 
Mac approach to computing as the model for 
the industry, but unlike Apple, he saw an 
opponunity for bringing a windows based 
user interface to the IBM PC compatible plat- 
form. 

The new alliance doesn't solve Apple’s 
basic problems, by any means. To truly 
recover from its ongoing slump, Apple needs 
a vision which will direct the speedy devel- 
opment of market-leading products, and 
which will also n 

of Mac deal- 

third party ) 



For Microsoft, the deal brings a host of 
immediate and potential advantages. 
Microsoft has a stake in seeing Apple survive 
and prosper. If Apple were to disappear, 
Microsoft would almost certainly face serious 
anti-trust attack on the basis of its having a 
monopoly on PC operating systems. Apple’s 
abandoning of its lawsuit against Microsoft 
also clears an annoying potential time bomb 
off Oates' plate. 

The Internet Explorer deal strikes a big 
blow against Web browser arch-rival 
Netscape Navigator. And, finally, since 
Microsoft is the largest publisher of Mac soft- 
ware. its expression of confidence in the Mac 
helps protect a major market for Microsoft 
software, 

Apple needed this deal more than 
Microsoft did. and the lopsided advantages 
for Gales' company reflect the imbalance in 
power between the two companies. Job.s' 
position in this alliance is ambiguous due to 
his complex history with both Apple and 
Microsoft. Jobs experienced great anger and 
pain when he was bounced out of Apple in the 
mid-'80s, and his return to the company has 
been a bittersweet decision. 

In a way. this alliance is a return to both 
Apple’s and Microsoft's roots. Gates and 
Jobs, in the early days of both their compa- 
nies, were close allies, Microsoft was one of 


Mac OS 8 — 1.2 million copies sold in two weeks 

INB) — Apple Computer Inc. says hs new operating system — Mac OS 8, Is selling four times faster 
the expected. In the two weeks following Its July 28 debut, more than 1.2 million S99 copies of the 
Macintosh operating system were sold, causing an "out-of-stock' situation in many Ipcabons. 

At a debut for what Apple calls the most significant OS upgrade since the introducticn of the 
Macintosh, Apple officials refused to provide numbers or estimated revenues tor short or long-term 
sates of Mac OS 8. 

Apple also claimed the demand for Mac OS B affected hardware sales. According to reports, dealers 
in certain locations reported a more than 30 per cent increase in Apple computer systems over the 
introductory weekend. 

Designed for Macintosh and Macintosh clones with 68040 or PowerPC micropracessors, Mac OS 6 
features multi-threading, PowerPC processor-native Finder, spring-loaded folders, pop-up windows, 
contextual manus, an Internet Set Up Assistant, and 'push' technologies including the PointCast 
Network and Marimba’s Castanet Tuner. Built-in Java features allow users to keep Java applets on 
their desktop, and PowerPC users of the new OS can use the integreled Motion Picture Experts Group 
(MPEG) capability. 

At least 12MB of physical RAM is required to run Mac OS 8. Systems witii less than 20M8 of physical 
RAM must have virtual memory turned on and set to at least 20MB. More information is available at 
http://www.applB.com. El* 


With Jobs C( 
tinuing to insist \ 
that he isr 
the running to be 
the new Apple CEO, the hunt is on for an 
executive who combines the virtues of 
Superman. Thomas Edison an P.T. Bamum. 

There is such a man, but. alas for Apple. 
Bill Gates already has a job. Cffl 

Jeff Evans is Associate Editor of Canadian 
Computer Wholesaler. He can be reached at 



Don’t take our word for it 
give us a call and see for yourself 
why we’re Canada’s largest 

microcomputer 

distributor 


Ingi'din Micro also otters a suiggcring tuTay of services 
iuid progivims, including technical education. Hexiblc 
financing options, same-day shipping, Saturday sales, 
Q-ade-in pnigrains, and on-line pioduci av.iilabiiily and 
ordering Uiroiigh our vvww.ingniinmicro.ca website. 
And our leading publications and events will keep 
you informed about industi'y developments. 

For resellers with unique needs, Ingram Micro has 
formed smaller, specialized divisions to provide 
dedicated sales and marketing support. Whether 
your business is focused on the retail channel, 
technical products, Macintosh products, data 
storage, or more, we have dedicated resources to 
help you gel the most from us. 


1 800 668 3450 
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SCEPTRE SOUNDX 4500: SOUOOX “ 


• 100 to 166 MHz MMX CPU • 12.1" SVGA TFT Display 

• 16 to 80 MB RAM • 128 bit Accelerated Graphi 

• 1.0 to 2.0 GB Hard Drive • Advanced Modular Desigr 

• 12X CD-ROM/FDD Module 


SCEPTRE SOUNDX S4000: 

■ 12.1" TFT or 11.3" DSTN ■ 1.0, 1.3 or 2.1 GB Hard Drive 

• 100, 133, 150 MHz Processor ■ 128-Bit Graphics Accelerator 

• Standard 72-pin DIMM EDO RAM 

"This system was a great performer on 
our tests, garnering the round ups highest 
graphics and processor scores." jan.zi wsr. 
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LAPRD Marketing Corp. 


120 - 3771 JACOMBS ROAD, 


B.C. V6V2M5 TEL: (604) 231-1628 
; http//www.lapro.com 
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^ Number crunching,^ 
graphics generating, 
data processing, 
presentation creating, 
Information storing 
w performance) f 


f Goaliead, 
check out IBM, AST, 
Pigital, HP. NEC. 
^ and Compaci*. f 


for a dealer near you. 
(Check out our web site at: 
www.sceptretech.com)^ 


*lf we sound confident, > 
It's because the Soundx 4000, 
our previous model, just beat 
L their best in an independent 
N5TL test! 


^ Then call us at: > 

1-300-756-2675 


Soundx 4500 




Pentium 


Power Configuration: 

166 MHz Pentium Processor 
with MMX Technology 
32 MB RAM 
2GB HDD 
$3,895 MSRP U.S. 


EXCELLENCE FOR ALL THE WORLD TO SEE 



I love a good metaphor. 

Whether you think Apple's recent pact with Microsoft is 
just delaying the inevitable or the beginning of a turnaround for the 
troubled company — it is clear that Apple is in difficulty, and needs 
to take some dramatic steps to correct its course. This of course, was 
the theme of the keynote speech by Apple co-founder and leadcr-by- 
proxy Steve Jobs at the Macworld Expo in Boston, where all the 
Apple/Microsofi plans were unveiled. 

Try mentally replacing all references in this article to Apple and 
Macintosh with your own company and producl(s), to examine some 
of the issues that every business has to stay focused on. Apple lost 
sight of some important ideals: now it is paying the price. 

Consider this quote from Steve Jobs who, for better or worse, is 
regarded as a man of considerable vision by supporters and detrac- 
tors alike. "V/c have to lei ga of thh iwlian lhal. for Apple to win. 
Microsoft has to lose. We have tn embrace the notion lhal. for Apple 
to win. Apple has to do u really good job. " 

Points to consider: 

Elegant solutions breed customer loyalty. 

Generally speaking, Mac OS-based systems haven't been faster than 
their Intel- or Unix-ba.sed cousins, nor more technically sophisticat- 
ed. Why are Mac users so devoted? The short answer is “becau.se it 
works — elegantly." Best of all, Mac users have historically demon- 
strated a remarkable willingness to pay extra for that perceived ele- 
gance. Ea.sier has long been the keyword for the Mac experience, but 
it is now a Microsoft mantra as well. 


Overcome objections. 

Apple took steps to provide PC compatibility and data-translotion 
services that allowed the systems to integrate more-or-less seamless- 
ly into existing work environments. The message is obvious; 
Eliminate the rea.sons people use to justify why they should not 
choose your product. 

Focus. 

In his Macworld keynote speech. Jobs claimed the realization that 
Apple is the single largest IT provider to the education market in the 
world was: "A bolt of lightning." 

Over the past few years, it seemed as though Apple had forgot- 
ten who its core customers were. They were, and remain, the creative 
graphics professionals and the educators. Jobs pointed out that Apple 
is the single largest education supplier in the world, with 60 per cent 
of computers in schools: and 64 per cent of computers teachers use 
— $2.5 billion per year. And. he said, "these markets are growing at 
20 per cent per year." Jobs acknowledged that Apple's share in these 
markets is .shrinking, but there is still room for growth. 

Your core cu.stomer base is likely to be different, but it is essen- 
tial that you stay focused on who they are and what they want. 


“Apple lost sight of some important ideals; 


Apple As 
A Metaphor 


by Graeme Bennett 


Capitalize on trends. 

Apple didn't invent the WIMP (windows/icon.s/mouse/pointer) inter- 
face. nor did it invent the PostScript language that drove the first 
LaserWriter. But Apple, especially in those critical early days, saw 
emerging technology trends and quickly capitalized on them. As in 
most boom-times, the big money is made early on. If Apple hadn’t 
been so mixed up over the last few years, it might have a more com- 
prehensive Internet strategy in 1997. 

Even as it is, the company claims 64 per cent of Web authors 
u.se Macintoshes. In his keynote. Jobs stated that 10 per cent of Mac 
sales are directly attributable to Adobe Photoshop. 


now It is paying the price.” 


Upgrades and consumables are good business. 

It took Apple ages to realize that there was practically no profit in 
ink-jet printer hardware itself. The big money, of course, is in con- 
sumables, not ink-jet hardware. Similarly, the average buyer .spends 
a lot more on training, support and software on a yearly basis than 
the initial computer initially costs. Apple finally smartened up: it 
started making fewer models, but let people upgrade them more eas- 
ily. Easy “plug-and-play" hardware installations have long been one 
of the thing.s the Mac docs best. 


Use the right tool for the task. 

Macs handle some ta.sks belter than Windows PCs. and vice versa. If 
your customers are coming in asking for Macs and you’re spending 
effort trying to convert them to the PC religion (or vice versa), 
you’re working too hard. Whether it's a Mac-ver.sus-PC or Microsoft 
Word versus Corel WordPerfect, offer both of the be.sl alternatives — 
and know when to recommend a switch. 


Stop selling bad products. 

Apple, like all companies, needs to take responsibility for the mar- 
kets it has created. Continuing to market trouble-prone hardware, 
as it did for several months with the problem-plagued 5300 series 
PowerBook-that-doubIcd-as-a-Hibachi, or the AppIcVision 1710 
monitors (dubbed “the worst product Apple ever made" by 
Maeweei's Henry Norr) did plenty to sour Apple's reputation as a 


20 CANADIAN COMPUTER WHOLESALER September 1997 st/p/w-.c 



THE PUNDIT 


provider of reliable notebooks and monitors. Yes. Apple has new 
products in these categories that show improvements in quality con- 
trol. but the damage has been done. .Some users jumped ship to the 
Mac clones, some leapt to the Winlei world. In most cases, they 
won't be back. 

Lose the "not invented here" mentality and 
take notes. 

.Start borrowing good ideas from your competitors. Capitalize on the 
technologies you sell — it's the best possible product demonstration. 
Think about how computer technologies such as the multi-monitor 
support of Windows 98 or the Mac OS could be demonstrated as a 
solution. Consider the opportunities in other forthcoming innova- 
tions. such as file-based CDR authoring, clustering, "IntelliMirror," 
LANdesk (network diagnostics and user administration), RSX (TD 
audio) or VRML. 


“People are willing to pay for greatness, 
but they have to be shown its advantages." 


Admit mistakes. 

When one occurs, turn on a dime and be quick to rectify any dam- 
age. Microsoft does more about-faces, and doe.s them fa.sier. than 
almost any company its size. Look at its position on NC.s or Java, for 
example. Jobs wryly commented on Apple's problems in his 
keynote, "People have been working on great stuff at Apple... il'sju.st 
been the wrong stuff." 

ALso. work toward resolving troubled relationships. As Steve 
Jobs commented on the Apple versus Microsoft patent disputes that 
took them to court in 1988, "Relationships that are destructive don't 
help anybody in this industry." 

Don't sell what you can't deliver. 

Jobs didn't even mention Apple's forthcoming operating system in 
his keynote. Why? It's not here yet. Jobs correctly recognized that 
his audience is tired of empty promises, of unfuiriiied hopes. A.s the 
industry learned the day Adam Osborne pre-announced a suitcase- 
sized sequel he couldn't deliver, sales fall flat when something a lot 
belter is just around the corner. Rather than hype Rhapsody. Jobs 
focused on the company’s latest release and said Mac OS 8, which 
he characterized as “the core of Apple,” has sold 1 .2 million copies 
in two weeks, four times the company's wildest expectations. 

Hire a marketing whiz. 

Apple canned its long-time ad agency BBDO and rehired the ad 
agency that helped make it great. Only lime will tell whether TBWA 
Chiat/Day (formerly Chiat/Day) can recapture the magic touch it 
demonstrated with the first ad it produced for Apple (the infamous 
"Why 1 984 will not be like 1 984” ad that aired only once during the 
1984 Superbowl), but they're off to a reasonable start. At the Boston 
keynote. Jobs rolled out a "Think Differently” slogan that attempts 
to encapsulate the idiosyncratic character of the company's u.ser.s. 

Apple fellow Guy Kawasaki has written a number of books on 
marketing which are worthwhile reading for .salespeople and CEOs 
alike. Check out Selling the Dream or The Macimoxh W«y. 

Think again. 

Don't be afraid to challenge your deeply held beliefs. Things change 
quickly. Is this product still the best solution? What markets are we 
competitive in? Who are our competitors? Apparently, Microsoft 


views Netscape as its competition, and now that Microsoft Web 
brow.sers are the default on both Apple and Winlei platforms, 
Netscape’s probably not loo happy about it. 

it's the software. 

Demonstrate great software. People are willing to pay for greatness, 
but they have to be .shown its advantages. Bill Gates, when he 
announced his company's commitment to produce a version of 
Microsoft Office 98 for the Mac. wanned the hearts of many Mac 
users when he said: "In many ways, it's more advanced than what 
we've got on the Windows platform. It’s not just a port." 

Understand your audience. 

For example, there was a wild chorus of boos to the announcement 
that Apple will make Internet Explorer its default browser on the 
Macintosh. Jobs knew this, and followed it up with "Since we 
believe in choice. ..the user can. of course, change the default." 
When Jobs announced Microsoft's US$I5(I million inve.stment in 
Apple, a chorus of boo.s turned to applause to the news that 
Micro.soft’s .shares were "non-voting.” 

In closing. I’d like to leave you with a point from reader Robert 
Molloi (rmollot@compusman.ah.ca), with whom 1 agree completely. 
He writes: "Li.sten to your customers, understand the values that drive 
their buying decision and then market products accordingly.” CW 

Graeme Beiineri is Managing Editor at The Computer Paper and is 
a farmer computer reseller. Based In Vancouver, he can be reached 
at graeme&lcp.ca. 
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LS-120 SuperDisk: 
too little too late? 

by David Tanaka 



When I first heard about a new floppy drive 
technology way back in March of 1996, I 
thought it wa.s a well-timed and welcome 
advance. 

The LS-120 has many things going for 
it. It beats the popular Zip drive in terms of 
capacity, while offering a few benefits of its 
own. First, it is backwards compatible with 
1 .44MB and 720KB floppies, meaning it can 
read and write to iho.se formats. But it is 
much faster than a floppy drive. It is also 
bootable, meaning PC makers could start 
using them instead of the normal floppy, as its 
1.44MB capacity has become truly pitiful in 
this era of bloated files. 

Developed by Compaq, Matsushita- 
Kotobuki, 3M and OR Technology, the 
LS-120 offers 120MB of storage on a floppy 
that is the same dimensions as 1 .44MB media. 
The LS stands for laser servo, and therein lies 
the secret to the increased capacity. The 
diskettes have optical reference tracks laid 
down on them — a kind of guidance system 
that allows a sensor in the drive to position 
heads more 
cisely. Thi.s, 
turn allows 
i data tracks 
I be written 
tore closely 
ogether. In 
fact the LS- 
120 has Z490 
trucks per 

pared to 
135 trucks 


per inch for a 1 .44MB floppy. 

The LS-120 also has a higher data 
transfer rale: 365KB/sec.. compared to 
about 60KB/sec. for a standard floppy; 
along wilh slightly faster average seek time, 
and faster di.sk rotadon. 

Considering the ubiquity of the floppy 
— every PC made since the ntid-'80s has at 
least one — the maritet potential for both 
OEM and after-market sales seemed enor- 
mous. I figured everyone would immediately 

However, apart from Compaq (one of 
the original developers of the technology) 
announcing it would be including the LS-120 
as standard equipment on some of its 
DeskPro models, the technology more-or-lcss 
disappeared from the horizon. 

There have been a few announcements, 
however. In September 1996, Maxell 
announced it was making diskettes in the new 
formal; in November. Matsushiia-Kotobuki 
announced a plant that could produce 
501).IX)() drive units per month; and in 
January, Mitsubishi announced similar pro- 
duction capacities for its plants. Early this 
year, a couple of PC vendors in Europe — 
Siemens Nixdorf and Fujitsu, announced they 
would bo shipping PC models that included 
the LS-120 drive as .standard equipment 
Samsung Electronics also said it would be 
including the drive in its MagicStation PC, 
which will be sold only in Korea. In April, 
OR Technology, working with Precision 
Inslrumenls, announced a US$199 upgrade 
kit that would be sold in the U.S. through 
CompUSA outlets. 

Imation Launch 

Fast forward to Comdex/Canada in July. 

The LS-120 is alive and kicking 
according to the folks at imation (the 3M 
spin-off that is now spearheading the mar- 
keling of the technology). With a marketing 
push that began in the U.S. with PC Expo in 
June. Imation will make sure the buying 
public know.s about the technology wilh 




what it characterizes as a “massive con- 
sumer ad campaign" that will continue 
throughout the rest of this year. It has brand- 
ed the technology "SuperDisk” and released 
a hardware product — a parallel-port LS- 
120 drive, along with media available in 
one, three, five or 10-packs. 

The drive will be available later this 
month or next, according to Imation. The 
company sent over a unit at the end of July, 
and judging by the quality of the packaging, 
it could probably have started shipping the 
unius to stores at that point. The packaging 
and documentation are all shrinkwrap qual- 
ity — just what you'd expect to pul on your 
store shelf. (Imation's parallel port drive 
lists for $355 and the discs are $27 each. 
For more information, see htlp://www.ima- 
tion.com. or telephone 1-888-326-7754.) 

Apart from a minor and easily fixable 
.set-up characteristic that will affect some 
portable users, the drive works as it should. 
Ba.sically it's a faster, more capacious flop- 
py. However, why has it taken a year-and- 
a-half to reach this point of market devel- 
opment? 1 would have thought that every 
PC for the fall '97 season would be 
equipped with an LS-120. And as the days 
of even the 650MB CD-ROM disk seem 
numbered by the promise of multi-gigabyte 
DVD-ROM and DVD-RAM, one has to 
wonder whether a technology that delivers 
a skimpy 120MB is even worth pursuing. 

But I'm pulling for it. This is not 
glamorous technology like DVD. but it is 
good basic technology for two rea.sons. It 
brings the capacity of the floppy more in 
line with the typical files sizes that people 
are now working with. And more impor- 
tantly. it doesn’t require the u.ser to learn a 
new routine or interact differently wilh the 
computer. CO* 

David Tanaka is a Vancouver-based joumaT 
isl specializing in high technology, and is 
News Editor of The Computer Paper. He can 
he reached at david@rcp.ca. 
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The Only Event of its Kind for the Corporate World 

October 28-30, 1997 • Metro Toronto Convention Centre • Toronto, ON • Canada 

■ DCFn 

llXITERIXIET EXPO 

Putting the Net to Work for Your Business 



Plus... Hundreds 
of Online Exhibits! 

REGISTER ONLIIME 

tf.DCIexpo.com/lnternet 


Co-Sponsored by 


Canadian Computer 
Wholesaler 


Computer Associates 
International 


ec.com Magazine ^.1 
Intranet Journal • ' 

Laurentian Technomedia 
Network World Canada 


See how and why the Internet, 

Web and EMail can enhance your 
business practices and keep you ahead 
of your competition in the Internet age. 


Killer Apps 

>- Internet Application lnfra.structurcs 

> Messa^riiig & Web-Enabled Applications 

Sales & Marketing on the Internet 

> The Net: A One-to-Onc Selling Vehicle 

> Internet Tccliiiologies that Empower 
Sales Fi Marketing 

Internet Marketing Masters Cditification Workshop 


Empowering ECommerce Solutions 
>- Secure Financial Transactions over the 

> Businc.<» Processes on the Web 

Developing Intranets That Work 
>- Tools k Technologies 

> Architectures & Strategies 


fdy Numbers 


Report from S r s r /i s m 

Software, Not Services, Yields Profits - Says Study 

by Leslie Arrand and Margery Leach 


If you're ihinking of starling up an IT business, 
think produeis, not services. Branham Croup 
Inc- analysed its database of the top l(X) soft- 
ware and IT professional services companie.s, to 
gauge the performance of the Canadian IT 
industry in 1996. A targeted comparison of rev- 
enues generated per employee in the top soft- 
ware and IT professional services oiganizalions 
reveals that the software industry generates sig- 
niricunily higher revenues per head. The lop 10 
software companies in lenns of overall rev- 
enues generate an average of close to $260.0(K) 
per employee: while the top 10. services compa- 
nies generate an average of only $101, 0(X) per 
employee — about 2.5 limes less than the soft- 
ware companies. 

This is not surprising. Despite the report- 
edly manic pace of the software industry, the 
leading companies generally produce packaged 
products, many of them targeted at mass mar- 
kets. Although they must conduct ongoing 
R&D and intensive marketing initiatives, large 
software companies are able to offset the finan- 
cial impacLs of these elfons through multiple 
product sales. These arc typically facilitated by 
a strong channel infrastructure tliat helps to 
maximize product exposure. 

The services industry on the other hand, 
can only go so far in leveraging previous 


work. Systems integrators develop strong 
methodologies that can be duplicated to some 
extent, but each client will always present a 
unique problem. Targeted service and cus- 
tomization is the name of the game. Needless 
to say, this cals up resources. 

As we move down the ladder to the small- 
er companies in both sectors, the comparison is 
much more balanced, with both sectors hovering 
around the SlfXl.fXIO per head mark. Many of 
the smaller software companies focus on com- 
plex or niche-oriented software that requires a 
significant amount of customization; or they do 
not yet have the channel struc- 
ture in place to support muss 
product sales. 

Software companies also 
enjoy higher revenues overall: 
the number one software com- 
pany generated over $450 mil- 
lion in revenues in 1996; while 
the number one professional 
services company generated 
$175 million. 

With the right product and 
channel strategy, the software 
indusuy offers a much greater 
return on investment. The ser- 
vices industry must be catching 


on. Branham has noticed lately that many grow- 
ing IT services companies are increasingly 
looking for ways to enter into the products busi- 
ness, by packaging the IT applications they 
originally developed for individual customers. 

Leslie Arrand and Margery Leach are consul- 
lams at The Branhani Gmup Inc., in Oliawa — 
an iniemaiiomil markeiing and munagenieiu 
rtmsulling Jinn with a slared commiinwnl la: 
"Delivering Conipelilive Advanlage lo the IT 
Industry. " Phone: (613) 720-2955, e.xl. 215: or 
fax: (613) 720-03IN. 


CDmp'isiiii s! Revenues per Employee it Settwire eml Services Cnmpaiiies 



Reader Poll 

Last issue, we asked: 

Which most closely tefleci.s your view of computer purchasers, 
in relation lo Intel’s MMX proce.ssor technology? 

You said: 

^ Many customers are very aware of the technology and lech- 
^ nical benefits of MMX und are demanding MMX-based 
processors in their new systems. 

g Some customers have a certain awareness of MMX and are 
interested in MMX systems, because it’s viewed as the hot 
new technology. 

^ Many customers have little knowledge or understanding 
g3 of MMX, 

This issue: 

After some serious financial, management and directional stmg- 
gles over at Apple Computer Inc.. Apple and Microsoft Corp. 
havc announced a wide-ranging agreement that will see shared 
technology out into ihe future; attd an immediaie US$150 million 


cash infusion in Apple, by Microsoft. 

Our question to you: 

What effect will the partnership with Microsoft have on Apple? 

Which most closeiy reflects your view? 

I I I'm optimistic that the financial input and technology part- 
nership will help give stability to Apple, and will lead to 
greater compatibility between the platforms. 

This could be a pragmatic move for the companies, but 
while increa-sing the viability of Apple; the relationship with 
Microsoft may eventually make Apple less of a unique lech- 
nologicaJ and culture entity, in the market. 

This is loo little too late, for Apple. 1 doubt this will have any 
significant impact on Apple’s downwards market-share slide. 


□ 


□ 


Log in 


ir Weh si 


http://www.ccwmag.com 

E-mail; ccw@lcp.ca. 

or send your responses, and comments by fax, to; 

( 604 ) 608-2686 
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The Advantages are astounding 

As an ISO-9002 cerHfied manufacturer, we make it our 
business to provide only the finest components for our 
customers- Our commitment to quality is the foundation 
for our products, service and innovative computing 
solutions. This commitment has been rewarded with 
achievement awards. Circle Canada status for our NMSO 
offering, CSA and DOC certification and most impor- 
tantly of all, loyal customers. 


THE STD ADVANTAGE 

EXCELLENCE IN COMPUTING TECHNOLOGY 


STD 


Pentium’ 


DESKTOP/SERVER 

• irJTEL (OEMI 

• COMPUPARTNER 
•IBM 

UPS/BACK UPS 

• AMERICAN POWER (APC] 

MOTHERBOARDS 

• INTEL 

• MICROSTAR 

• QDI 

DISK CONTROLLERS 

• ADAPTEC 

HARD DRIVES 

• SEAGATE 

• WESTERN DIGITAL 

• QUANTUM 

LAN PRODUCTS 


KEYBOARDS 

• KEYTRONICS 

• NM6 

VIDEO CARDS 

•ATI 

• CIRRUS LOGIC 
•MATROX 
•S3 

CPU 

• INTEL 

• MOTOROLA POWER PC 

SOFTWARE 

• MICROSOFT 
■ 01 /FAX 

• VISUAL ACCOUNTMATE 

P<OfLSSK>ut ACCOUNTING Somwus 



STAFFING 



Settling 


States-side 


In an industry where it's always a struggle to find 
and keep skilled employees, many are leaving their 
Canadian homeland to answer the call of 
more work and better pay. 


Skilled computing prol'essiuiials ure in con.slanl 
demand, whether the employer is in llie com- 
piiier industry as a reseller, distributor or ven- 
dor; or indeed a corporation looking to staff 
its infomialion sysicins department. But 
increasingly. Canadian IT professionals arc 
being courted south of the border. 

Peter Ward, president of Ward 
Associate.s (an IT staffing llrm). has seen a 
large number of talented Canadians swept 
from their home eoimiry by offers local com- 
panies simply can't match. And he sees noth- 
ing wrong with it whatsoever. "We're living 
in a global economy now and we're going to 
have to e.xpect this.” Ward says. "I don't 
know if it's a panic situation that we're in. but 
it's certainly predictable." 

Ward points to numerotis factors to back 
up his assertions: better money, better opportu- 
nity. e\ en better weather. "TTie monetary factor 
hits a lot to do with it. Those who arc mttking 
$50,000 here could be making US$75.0(X) 
down there. But there arc other aspects. ;is 
well. "If they are footloose and fancy free, they 
can go down to California and Florida and 
enjoy the good life. In .some ofthc.se areas they 


— Boh Dovie.s 

might also face different or more challenging 
positions. The tax base is also much more 
attractive and the cost of living is less." 

Ward says Canada is known worldwide as 
a bmeding ground for gtiixl IT talent. "It's the 
best source in North America. We speak 
English, wc'rc professional, we're technieal.'' 

Losing skilled IT professionals to the 
United States is nothing new to Canadian 
businesses. Companies have had difficult 
times over the la.st few years in both recruiting 
luid retaining employees in this sector of the 
workforce. The result has been many either 
leaving forother job opportunities south of the 
border; testing the contracting wtuers: or both. 


"Loyalty to corporations is distippciu-ing 
throughout the woikforce. but especially in 
the IT industry." says Joe Liu. senior manager 
at Deloitte & Touche Consulting Group in 
Torvinto. "That nitiinly has to do with down- 
sizing. but also because I T profes.sionals pos- 
sess skills which arc very poriahlc." 

A recent survey of l.-f42 corporate chief 
infomiation ofUcers worldwide by l.iu's com- 
pany found that more than 60 per cent of them 
have difllculty recruiting employees in four 
key areas: client/server architecture; dtita mod- 
eling; distributed liatabases; and packaged 
software applications. The same survey found 
that appmsimaicly 4(1 per cent of CIOs htive 
diinciilty retaining employees in these areas. 

The most difficult popuUition to recruit, 
according to the survey, are client/serser imthi- 
tects cited by 70 per cent of the respon- 
dents. Ii is for these very reasons that the 
majority of companies have chosen to out- 
source their IT responsibilities, resulting in an 
extremely transient IT population. 

In order to stem this muss extxliis. Ward 
recommends more corporatitins focus on the 
retention of their IT employees. "Make sure 


you use them well tind work luuder at knowing 
who you have working in your IT ilepartmcnt. 
And promote people internally a little hit 
before they're ready to he pronioicd — if only 
to keep them challenged." 

In spite of all these suggestions, compa- 
nies may still find mass movement of their IT 
employees for the simple leason that they can. 
Many are working as contractors, beemuse they 
can keep their skills constantly tuned anti 
because they hill by the hour. 

"If some of these people wen: on salary, 
they could be working into the wee hours 
withotit a change in pay." Ward says. "Their 
only responsibilities an' keeping track of 


their time and knowing what they know." 

Bob Davies has bevn building client/server 
systems for the last 1 5 years. In that time, he has 
worked for a mimixtr of huge corporations in 
Calgary, but recently ilecidcd to go it on his osvn. 

Now a full-time contractor. Davies 
makes a healthy living working for various 
companies in his hometown. He has a wife 
and two young children, lives in a posh south- 
west suburb, and rarely worries about when 
his nextjoh is coming from, 

Davies is like a lot of systems builders 
today in that he feels he can make better 
money, and a heller name for himself, by 
working on a contract btisis. Where he is 
unlike a number of his fellow Canadians is 
that he hasn't left his homeland to work south 
of the hordci-. in spile of riiinpanl rumors of 
belter work and belter pay. "I've thought 
about it," the Monia'ul native says. "But I've 
lalkcxi to a few guys who have done it and 
they've found out Ihe grass isn't always green- 
er on the other side. A lot of promises ure made, 
but they iireii't alwiiys necessarily kepi. "You 
really htive lo luive a very unii|iie skill It) make 
Ihe big bucks down there." 

Liu commented: "When I'm irying lo 
reemil here in Canada, 1 can't compete with the 
U..S. The stiaighi cxchtinge rate is .^5 lo 40 per 
cent alone. Plus, the opportunity in Ihe U.S. is 
huge. I'hc demand is around 10 limes higher 

But as Davies points out. the general pop- 
ulation is also 10 limes huger in the United 
•Slates. "If you do the math, it's almost equal. "I 
just don't know that niiiny pcoiile who have 
jumped (over the border)." 

While Liu may not agree with that 
assessment, he docs concede that those who 
do make the move south don't always slay 
very long. "We fimi ti lot of people arc com- 
ing hack to Canada because culturally it's 
just not worth it." IW 

CSiiry Davies is ci Cal!l<in-hasv,l joiiriiiilisi 
whii Sjiefiiiiizvs in liiiilhlnluiolnny iiiiil 
luisiiiess reporiiiifi. 


“I've talked to a few guys who have done it and they've 
found out the grass isn't always greener on the other side." 
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Build-To-Order 
Gains Popularity 
In n/larket 



by Paul Weinberg 


The arrival of a more sophislicaled compuler user in the market-place 
is forcing the industry lo rethink its emphasis on rigid, pre-built stan- 
dard equipment models. 

Much like how the automobile industry has evolved with a variety 
of car models to choose from, the customer will be able to order a PC 
built to certain specifications based on a range of configuration options. 

The direct-selling Dell Computer Corp. started this trend a few 
years ago. but the practice has expanded with the announcement by both 
IBM Corp. and Compaq Computer Corp. of similar build-to-ordcr pro- 
grams available through their authorized resellers, The actual assembling 
of the customized PCs is often being handled by selected compunies, 
largely distributors, who receive the base models from the manufacturers. 

Many of the major distributors in Canada already have configura- 
tion facilities and are 

“It eliminates the vendor 
having to pay the reseller to 
hold onto unsold inventory.” rm announetd ui.t 

— Bruce Stuart only organizations with 

high technical stan- 
dards and ISO 9000 certification can qualify for the assembly of their 
hardware equipment. 

One of them is the Markham, Ont.-based Supercom of California 
Ltd- (Canada), which IBM Canada Ltd. has already chosen for its new 
program. Supereom president Frank Luk says he is now prepared for a 
ramp-up of thousands of orders- Up to 20 new a.ssemblers are being hired 
for his Markham and Vancouver facilities. He anticipates that under 
build-to-order the 30 per cent price gap between name brand PCs and the 
cheaper clones will finally be "narrowed.” Luk expects to see demand for 
suonger memory, hard drive upgrades, and the addition of items like 
video cards and CD-ROM. "We are an IBM factory supervised by IBM." 

While IBM is seeking other partners, Compaq is still "consider- 
ing” whether to have its build/configure-to-order products assembled at 
an approved Canadian facility or if the work should be done at its 
Houston plant in Texas, says Ron Hulse. Compaq Canada's director of 
channel sales and development. The strategic nature of networks and 
the Internet in the corporate world, as well as their complexity, he adds, 
“are the driving factor for the change in the distribution model." 

A major difference between the two manufacturers is that Compaq 
is entirely focused on the high-volume purchasers in the corporate and 
government accounts, while IBM has no limits on the number of PC 
systems to be constructed upon request. 

Nevertheless, the demand for flexibility in hardware specifications 
is coming primarily from the corporate/govemmeni market, not home 
u-sers or small businesses, says Richard Morochove, president of the 
Toronto-based Morochove & Associates Inc, 

Morochove states that build-to-order allows for a more accurate 
forecasting of PC market trends, but he warns it will not entirely elim- 


inate shortages of popular products, which bedevil this industry. He 
also expects tremendous cost savings for resellers in terms of invento- 
ry that could eventually be passed onto the consumer. “Dealers don't 
have to keep [unsold] stock of different models." 

But Susan O'Dell, president of the Mississauga, Ont.-based 
Service Dimensions counters that the price for a built-to-order system 
may be slightly higher. She finds in her research that PC buyers will 
accept this scenario if a bundled system contains .sufficient components 
and is not filled with unwanted software add-ons. “As long as people 
are getting value, their wallets will stay open." 

Build-io-order can be very positive for the reseller, “because he can 
concentrate on what he does best, which is .selling," says Bob Pritchard, 
president of the Toronto-based R.J. Pritchard & Associates. The only pos- 
sible downside, he adds, will occur if a system has not been constructed 
to the consumer's satisfaction and it ends up being shipped back and forth 
between the reseller and the distributor at the former's expense. “The 
onus will be on the reseller to appreciate what the customer wants." 

Putting further pressure on the distribution/reseller channels is the 
offer by both IBM and Compaq in their build-to-order programs to have 
fully configured PCs available after 48 hours, although an IBM 
spokesperson adds some flexibility might have to be allowed in more 
sparsely populated areas of Canada. 

It will take PC manufacturers between six months and a year to be 
fully prepared for build-to-order, states Bruce Stuart, president of 
Vancouver-based Channel Corp. Management Consultants Inc. 

Build-to-order will “lower the cost per order dollar," Stuart predicts. 
"What it eliminates is the vendor having to pay the re.seller to hold onto 
unsold inventory [in the form of a profit margin for the reseller].” Build- 
to-order also quickens the process, he adds, of resellers becoming order- 
taking agents for manufacturers who will have the purchased systems 
sent directly to the customer from the distributor's configuration facility. 

Nut all resellers accept this possibly diminished role, including 
Roger VanderBeek. network specialist and president of the Toronto- 
based Lan Shoppe Inc., an authorized Compaq reseller. Installation and 
configuration of servers tire central to his business and he is not prepared 
to have the latter function performed hy a third-party distributor. “I want 
to keep some control because every server installation is different." 

Corey Sheppard, manager of the Friendly Computer store in 
Abbotsford. B.C., is not going to give up his custom PC business for the 
new order. “I enjoying building them. It is more fun,” 

He promises a three-year warranty and more flexibility in his 
willingness to source a greater variety of components for his laigely 
Cyrix-based machines, if they are traceable in the market-place, than 
the manufacturers and their authorized channels which represent spe- 
cific suppliers. He states: "I can get better prices,” II» 

Puul Weinberg is a Tnnmio-based journalist, specializing in high- 
technology reporting. He can be reached at pweinhg®interlog.rom. 


28 CANADIAN COMPUTER WHOLESALER Septemben997 Mrov'Avwwccw^B' 



0'^"' 

a 0'^'",,edeveWV'' 

o 5 "'t.” ®®p*« 

' 

' sss^'“ ^ 






ipiinn‘° ( 410 ' 






Please ... 

<6 .'J/j.viv<?r a// the Questions 

iNiconpiQCs h)rni3 canrioT bn pniccsued) 



SOUND technologies 


Sound Recommendations? 

Know your buyer, in the PC audio market. 


In ihe struggle tor cost reduction in a cut- 
throat computer retail market, audio is often 
the element of PC systems that is given the 
lowest priority by many resellers, a.s well as 
many end-u.sers. In an increasing number of 
cases, however, a significant percentage of 
home PC users, and business PC users in par- 
ticular application areas, can be attracted to 
better quality audio. 

Low Margins 

In the old IBM data processing .scheme of 
things, any additional audio capability was 
regarded as a 'frill.' The Atari. Mac and 
Commodore Amiga computers took the lead 
in adding better native and third-party audio 
features throughout the 1980s. However, 
when all these other platforms fell out of con- 
tention for the leadership of the personal 
computing market, more attention was paid to 
incorporating better audio in the PC. 

The driving force for PC audio was, in 
fact, computer games. Home PC owners 
demanded decent audio playback in enter- 
tainment software, and after a period of some 
confusion, the Creative Labs 8-bil Sound 
Blaster formal became the de facto standard 
for MS-DOS and Windows computers by the 
mid-l980.s. 

Since then. 8-bit sound has given way to 
16-bit. CD quality sound technology, which 
has been further enhanced with MIDI 
(Musical Instrument Digital Interface) sound 
synthesis, and wave table synthesis. Every 
imaginable formal of audio speaker has been 
tried, from small .speakers built in to the com- 
puter chassis or the monitor case, to speakers 
that hang off the monitor’s exterior. With 
desktop space at a premium, computer users 
have benefited from the invention of small- 
sized ‘bookshelf speakers, which give big 
speaker quality in a small footprint. As well, 
the current hot trend is towards adding a 
third, 'sub-woofer' speaker to the traditional 
two stereo .speakers, to add to the realism and 
impact of Ihe sound. 

The impending release of IBM's Via 
Voice natural speech input software marks 
the likely mainstream use of voice recogni- 
tion, and every user of Ihi.s technology will 


by Jeff Evans 



require a firsi-raic microphone as well as 
a sound digitizing card and speaker set. 

The Audio Food Chain 

For resellers, the audio market can be catego- 
rized according to consumer needs and bud- 
gets. At die bottom is the utility audio market. 
For less than $35. a ba.sic Sound Blaster-com- 
patible card and small self-powered speakers 
will suit the undemanding PC user. 

To sell to the serious PC gamer, an inte- 
grated multimedia bundle consisting of an 
input device (usually a quality joystick. Ic.ss 
commonly a game pad), as well as a Sound 
Blaster-compatible sound card with MIDI 
and wave table synthesis features, a set of 
high-quality .stereo speakers (including sub- 
woofer). a high-speed modem (for two-play- 
er and Inicrnet gaming), and a high-speed 2D 
and 3D graphics card are all very desirable. 

The name brand PC lines for the home 
(NEC Ready, IBM Apliva. Compaq Presario, 
Hewlett-Packard Pavilion) typically have 
sophisticated audio features wei! integrated 
with fax/modem/ielephony. voice input and 
multimedia capability. The upscale family PC 
buyer is often attracted to this kind of solu- 
tion, hut unfortunately, this is a fairiy limited 
segment of the market. 

Many upscale PC buyers are also audio 
and video enthusiasts, and are interested in 
home video and home theater technology, and 
demand computer audio with similar high 
quality. 

An additional group of audio-conscious 
PC users are musicians, including amateurs, 
students, teachers or professionals. They typ- 
ically want the ability not Just to play back 
recorded sound, but to sample high-quality 
audio, compose and edit original music, play 


it back from external synthesizers, and per- 
haps combine audio with graphics and video 
for multimedia. Web authoring or video pro- 
duction. 

3D Audio 

Over the last year or two. a great many prtxl- 
ucLs have announced '3D .sound' capabilities. 
3D audio is based on Ihe binaural nature of 
normal human hearing. (We have two ears, 
one on each side of the head, which receive 
nearby sounds from slightly different angles, 
and at slightly different timing.) This separa- 
tion of our natural sound 'inputs' allows us to 
track and locale the .sources of nearby sounds. 
A simple monaural speaker system will give 
only a single, unconvincing source for the 
sound being output, lacking the audible cues 
that tel! us where actions are happening. A 
stereo sound system will do somewhat better 
at simulating u realistic sound environment, 
and a variety of technique.s are employed to 
somewhat improve stereo sound output. This 
includes malrixing (which lakes a iwo-chan- 
nel audio signal, and outputs more than two 
chunncLs). and Parametric .Spalializulion 
(which takes monaural channels, and inter- 
prets dimensional parameters to specify the 
position of "objects' in the soundfields). 
Effective 3D audio systems are bused on 
exploiting the spatial audio cues based on the 
distance between the listener's two ears. The 
time difference between when a sound vibra- 
tion enters one car, and then enters the other 
is known as the Inieraural Time Delay (ITD). 

Really effective 3D audio .systems use 
sophisticated software to make false audio 
cues to trick the listener’s hearing so that dif- 
ferent sounds seem to he coming froin differ- 
ent locations. Creative Lab.s. for example. 
(hllp://www.creal.com or (4<)8) 428-66(10), 
acquired a company called E-mu that is 
developing 'multi-cue' 3D audio technology. 
E-mu's technique is based on studying human 
hearing, and then using a wide array of tricks 
that give layers of false cues to Ihe listener, 
resulting in a very reaiLslic simulation of nat- 
ural sound. 3D audio is of particular impor- 
tance in game.s. especially 'immersive' or vir- 
tual reality games. 
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The next time 

you have a POS puzzle to solve, 

Picture this 




Call SDMS, 

Canada’s #1 Point Of Sale Hardware Specialists, 
we have all the pieces you will need! 


SDMS 

POINT OF SALE HARDWARE SPECIALISTS 


smt.s (BC) 

fl.aSSI Jacombs Rd 
Richmond, BC 
V6V1Z8 

Tel; 1604) 270-6787 
Fa»; (604) 270-4556 

1-800-677-SDMS 

Visit our World Wide Web site - http://www.sdms.ca 


sum (ON) SDMS (OC) 

«i, 1100 Mid-Way Blvd. OSSlsabeySt. 

Mississajga. ON St-Lajranl, QC 

L5T1V8 )H4T1Y2 

Tel: (905) 564-4897 Tel: (514) 343-9998 

Fax: (905) 564-5920 Fax: (514) 343-4421 

Email; onesdfns.ca Email: qc®$dms.ca 




SOUND TECHNOLOGIES 


What's Hot: A Sampling 

In nddilioii lo ils ongoing pioneering work in 
3D audio. Creative Uihs is still a pacesetter in 
sound cards, with ils flagship SoundBlaster 
AWE64 and AWE64 Gold wave table audio 
card family. The '64' refers lo ihesc cards' 
ability lo compose music using 64-nolc 
polyphony from a single MIDI device, which 
can rcsull in cxiremely rich sounds. The cards 
also produce real-lime digiial effects such as 
reverb, chorus and delay, and can add up lo 
28MB of RAM to increase ihe range of 
Soundfonts and instruments. The AWE 64 
also supports 3D positional audio and spa- 
cializalion. to create 'immersive' 
sound environments. As well. 

AWE64 fuliy supports the latest 
audio capabilities of the Web, 
including NetMeeting. RealAudio, 
and WebPhone software. The 
AWE64 also has full duplex .sup- 
port. meaning that it can play hack 
one set of sounds while digitally 
recording another set. This allows 
for a range of possibilities, includ- 
ing Inlemel phone conversations 



and overlaying audio tracks. 

Among Ihe other popular brands of 
audio cards arc Audio Trix Fro from 
Mediatrix Peripherals. Audio 16 from 
Diamond Multimedia, and the Trope/. Plus 
from Turtle Beach. For notebook computer 
users who need belter than the often limited 
on-board tiudio chipset of an average PC, 
Roland makes an SCP-.3,'5B Sound Canvas 
card, an analogous product to its Sound 
Canvas SCD-15. 

Three-speaker stereo .sound sets arc alt 
the rage in the PC market, since they can <iffer 
n 'sound experience' lo the user which com- 
parable to a good quality 'hi-fi' stereo. 

Creative's top-of-lhe- 
line offering, SoundWorks by 
Henry Kloss. is touted as 
being compatible with TVs 
and portable stereos, as well 
as PCs, The system consists 
of a pair of compact but good- 
quality satellite or bookshelf 
speakers, and a big, heavy 
amplified subwoofer that 
incorporates a three-channel 


ampliricr and frequency-matched crossover 
electronics. There are many other suppliers 
competing in ihe PC speaker market, of 
course. Hong Kong-based QuickShoi pro- 
duces a wide range of low-cosi speakers, 
ranging from the l5-wall Sound Force I and 
2 models, through lo the Sound Machine 
speaker/sound card/joyslick bundles. Some 
sound cards come with microphone.s or head- 
sets for voice inpul, and many voice recogni- 
tion packages also come with a microphone, 
but microphones are ui.so available separately. 
For example, ShureBrolhers Inc. 
(htip;//www..shure-Com. I -800-257-4673) 
offers the HW.SOl model for speech input 
headset, priced at about $70. 

A reseller who underslands Ihe basics of 
the computer audio market can either upsell a 
customer to better audio components at the 
lime of the original sale, or make additional 
sales over time, as the cuslomer upgrades 
their system. Ct* 

Jeff Evans is Assodaie Eililur nf Canadian 
Conipulfr lyhidesalei: He cun he reached al 
jeffa/jcpoit.ciim. 
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[OMTEX MICRO SYSTEM lIVC. 


Pentium 

Web Site: hitp://www.comiexmici 




Tcad Office #100-13751 Mayfield Place, Richmond, British Columbia. Canada V6V 2G9 
branch Office #7-3610 29th Street N,E.. Calgary. Alberta, Canada Tl Y 5Z7 

Call your Comtex Sales representative today. 


Email Address: sales@''comiexmicro.i:c 


Tel: {604)273-8088 
Tel: (403)250-3386 


Fax: (604) 278-2818 
Fax: (403) 250-8092 





m^ltuyen can 
^ower-packed PCs! 


by Jazz Bhooi. Tim Bingham-Wallis and Sieve Halinda 


S chool days, school days. From parents 
of grade school kid.s, to university stu- 
dents — many are on the search for a 
PC as an educational accessory. And svhile 
this demographic may be budget-conscious; 
the good news for your customers is that 
increasing amounts of power and functional- 
ity are hitting the streets at lower prices. 

Resellers, lake note: Intel is at it 
again. By the lime this article Ls published, 
Intel will not be manufacturing anything 
under a l66MHz MMX processor. On the 
chopping block will be the P-I20s, the 
133s, the ISOs and the plain non-MMX 
l66MHz chips. 

In the coming months, the .selection of 
powerful processors will gel even more compli- 
cated. Intel will release a 30()MHz Pentium II 
late in the year and is expected to relea-se a 
233MHz version of its Pentium MMX by the 
lime you read this. This move still leaves the 
option open to Pentium Pro line prt>ces.sors. for 
those who are looking something between 
I fi6MH7, and a Pentium II. 

Although the Pentium Pro was the suc- 
cessor to the Pentium processor, it wasn’t 
much of a success on the desktop. This was 
due mainly to the chip’s 32-bii code addre.ss- 
ing. The Pentium Pro was only truly popular 
for server and high-end applications. 

Intel's MMX Pentium is a rather seri- 
ous success. Mo.st MMX PCs run standard 
business software up to nine per cent faster 
than the non-MMX machines they replace. 


and for a nominal cost. When tested with 
MMX-enabled programs, MMX PCs per- 
form even belter. But MMX magic doesn’t 
seem to help sy.stem models that have con- 
tinually suffered from below-average speed. 
The.se MMX machines must match the 
MMX processors with the appropriate moth- 
erboards that have been complimented with 
EDO RAM is pipeline cache. 

Is Intel really calling 
the shots? 

Intel’s monopoly on processors has begun 
to buckle under pressure from competing 
CPU makers Advanced Micro Devices and 
Cyrix. The two companies arc ramping up 
production on the strongest selection of 
non-Intel CPUs available in years. 
Independent benchmarks claim that a Cyrix 
6x86 PI66-f - a l33MHz processor — 
slightly outperforms Intel's Pentium 
!66Ml-lz processor. And if the big PC man- 
ufacturers buy those Cyrix processors 
instead of Intel’s, PC users will undoubted- 
ly enjoy further reductions in proces.sor 

What’s in it for you and your cus- 
tomers? Cheaper processors, und as a result 
cheaper and faster PCs. Competition from 
AMD and Cyrix has lowered the prices of 
Pentium MMX and Pentium II .system.s. .so 
even if your customer is buying a Intel- 
based PCs, they’ll pay less than if AMD and 
Cyrix weren’t around. Intel recently slashed 


the price of its processors even as system 
manufacturers were wailing for new AMD 
and Cyrix CPUs to get into production. 

Your customers, even if their bankrolls 
are slim, don’t have to give up performance. 
Lower prices have also allowed room for 
the goodies that many of them will want — 
such as high-speed modems, sound cards, 
more RAM. larger hard drives, color print- 
ers and bigger monitors. Buyers can pick 
and choose. 

This month we asked vendors to send 
us what they consider entry-level systems. 
Those who have heard of Intel’s plans to 
cease production of proces.sors under 
166MH/. MMX have opted to send us just 
that. Others provided us with the vanilla ver- 
sion of the l66MHz processor without 
MMX technology. A few even decided to 
send us what we had originally planned to 
test — processors operating at l33MHz. For 
some vendors, the idea of pulling together 
entry-level machines isn’t all that thrilling, 
so they declined to participate. 

The machines were all conligured to 
run in a resolution of 800 by 600 at a 1 6-bii 
color depth (6.5.536 colors). Wc used the 
BAPCo Sysmark32 benchmark suite to test 
each machine's performance. 

While we're focusing on ’‘computers 
for students," with this examinatinn; certain- 
ly these systems would also be attractive for 
many of your other icehnology-hungry. 
price-conscious buyers. 
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Each month, we publish 1 1 Print Editions. 4 Internet Editions, 
and operate a Hardware Testing Facility. 



Dominate the Canadian Computer Market 
Advertise in Canada’s Leading Computer Publications 

Canadian Computer Wholesaler (604) 608-2688 / (416) .^.25-8404 
The Computer Paper National Ad: (416) .^88-1. “iSO Vancouver: (604) 688-2120 Calgary: (40.^) 228-3355 
Alberta, Sa.skatchcwan, & Manitoba: (403) 228-33.55 / I-800-407-.33.55 Toronto: <4l‘6) 588-1380 
Montreal: (5 14) 8434770 Ottawa: (613) 789-6431 Halifax: (902)457-4390 
Computer Player! B.C. (604) 608-2688 Toronto Computes! Toronto: (416) 588-6818 
Ottawa Computes! Ottawa: (613) 789-6431 Quebec IVliero! Montreal: (514)843-4770 
Government Computer: (613) 789-6431 


LAB TEST 


^^Qpe n 

Suggested Retail Price: S 1 ,435 
StreelPrice: $1,399 
Reseller Price: $1,330 
Marketing Support For Resellers: 

Co-op advertising. 

Reseller referrals. 

Maintenance And Technical Relatienship With Resellers: 

Two-year warranty includes parts and labor. 

Optional on-sile warranty. 

Toll-free tech support. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 

Demo Unit Availability: Yes. 

A-Open's View Of The Market 

“We have shipped over a thousand of the produet.s in the last 
two months. We believe that this is a very good product for stu- 
dents to use since the system has everything built in. 
Customers just buy and play. The price is very attractive," says 
Elton Lam, marketing manager at Conitronic — distributor of 
A-Open systems. 

Daiwa 


StreetPrice: SI.249 
Reseller Price: SI. 1 49 

Maintenance And Technical Relationship With Resellers: 

fwo-ycar warranty includes parts and labor. 

Volume Discounts: Yes. 

Editors' Notes: 

The system we received this month consists of u 133MHz 
processor. 512KB of pipelined cache and IfiMB of EDO RAM. 
The motherboard by Intel makes use of the new TX chipset, 
allowing the machine to take advantage of new features such as 

INET 


Suggested Retail Price: $1,650 
Street Price: $1,500 
Reseller Price: $1,350 
Reseller Authorization: 

Required. Authorized dealers are eligible to apply for co-op 
programs, and will receive promotional materials. 

Marketing Support For Resellers: 

Co-op advertising based on volume sales. 

Marketing funds. 

Re.seller referrals. 

Resellers are listed on the Web site. 

Regional advertising. 

Maintenance And Technical Relationship With Resellers: 

Three- year warranty includes part.s and labor. 

Dealer-specific space on the Web site. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 

Demo Unit Availability: Yes. 

INETs View Of The Market: 

"Since CPU prices have dropped significantly in the third quar- 


System Strengths: 

“Our price is very reasonable, however 
we are using quality components, such 
as an Intel CPU, Acer contponents. and 
a Microsoft mouse. Our system is bun- 
dled with Corel .Suite software," he said. 

Editors' Notes: 

One of the very few vendors who pro- 
vided us with a l33MHz system. 

Comtronic offers a machine with a 
good balance of value and completeness. This system has all of the 
basic components to get your customer started at a competitive price. 
The processor is backed by 2S6KB of Level-2 cache, and the stan- 
dard RAM complement is 16MB. The video card in this system is 
fairly basic: an S3 Trio64V with 1MB of onboard memory. Storage 
comes in the form of a 1 .3GB drive by JTS. Multimedia components 
include the Acer FX-3D sound card and an 1 8X CD-ROM, also by 
Acer. To get your customer on the 'Net. there is a 33.6Kbps modem 
also by Acer, which is upgradeable to 56Kbps. Two very handy addi- 
tions to this system are the Acer 14-inch monitor and Corel 
WordPerfect Suite 7. At just $1,330 for re.setlers. a primer could ea.s- 
ily be added while keeping the system cost below $2.0(X). 



Ultra-IDE hard drives. The video sub- 
system consists of an ATI 3D 
Xpression video card with 2MB of 
EDO RAM onboard. Multimedia com- 
ponents include a 16-bit sound card 
utilizing Yamaha's YMF7IH chipset 
with wavetable and a Panasonic 24X 
CD-ROM drive. This machine offers 
an excellent balance of good quality 
components, good performance, and 
an excellent price. 



ter I believe there will be another 
demand wave in September during the 
'back-lo-school period.' The iNctPRO 
PI66 multimedia system will be a hot 
product in the market, not just because 
of the aggressive pricing, but the qual- 
ity. performance, and features." says 
Daniel Lo. president of LCF dis- 
tributor of iNETPRO systems. 



Editors' Notes: 

This machine was one of the very few to arrive in our lab powered 
by a non-MMX l66MHz processor. It made use of a good a.ssort- 
ment of popular components .such as an S3 ViRGE .3D video card 
with 4MB onboard, the new Quantum ST UIDE hard drive with a 
capacity of 2.10B. a Toshiba I6X CD-ROM and a Supra 
33.6Kbps fax modem. 

Other components in this .system include a quality ASUS moth- 
erboard with the new 4.30TX chipset, and a 16-bit sound card 
using the SYI8I6 chipset. In its l66MHz class, this computer 
came second place in terms of benchmark performance. It is rea- 
sonably priced at a cost of $1,350 to resellers and it includes a 
copy of Corel's Office Suite. 
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The new Legend Series uses the latest Intel 440 LX Chipset, 





Legend IV 

• SCSI conirollsr 

• SAIDpoft'" Blot 
■ tOUnoOM LAN 


Another proven success of GDI's Innovative technology ■ the New 
Legend Series. It uses the latest Intel 440LX Chipsets, which 
incorporates the most advanced AGP support. 

For those who are striving for pertection in multimedia 
performance and power server platform, the new Legend Series 
is definitely the choice for you. It does not only offer you the 
best multimedia performance, but a variety of choices to meet 
your every special need as well. The series has also tailor-made 
for both Server applications e.g. SCSI, LAN and Home Users 


requirements e.g. TV out, Sound on board etc. 

GDI Is the true pioneer In computer technology. With our continuous 
efforts In dedicating ourselves to innovations, our products are 
highly recognized from customers worldwide and renowned 
magazines. This new Series is no doubts another proven results 
of bringing GDI to a newer height of the high-end produots ladder. 

High end motherboards are no more a legend • QDI is your 
answer!!! 


HeAOOVARTCItS:l)eiC()MntTBI|CAiU>|,UIC. 75 
ODICOMPUTElIrVAIKOUVCAt.iaC. Unll4.13S2DC 


LEGEND-QDI 


CCFC 

CWl 


4-3356511 


racl-9115-94D9769 
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Eslimsted Street Price: S 1 . 1 00 

Maintenance And Technical Relationship With Resellers: 
Two-yoar warraniy includes pans and labor. 

Oplional on-,sile wunanly. 

Web site includes technical information and drivers. 

Editors' Notes: 

This month's Azura system makes use of a plain !66MHz proces- 
sor. soon to be discontinued. It's configured with 512KB of 
pipelined cache. 16MB of EDO RAM, an S.^ ViRCE 3D graphics 


card with 2MB of EDO RAM onboard, 
a 2GB JTS hard drive and a Toshiba 
KiX CD-ROM. A great addition to this 
system is the Motorola ModemSURFR. 
offering 56Kbps download speeds 
using the Rockwell chipset. Priced at 
just $1,100. this machine is one of the 
lowest priced systems in this survey 
and comes with a standard two years 
parts and labor warranty. 



Mynix Mycomp 

Suggested Retail Price: $1,995 
StreetPrice: $1,895 
Reseller Price: $1,495 
Reseller Authorization: 

Re.sellers must have a sales office and at least one technician. 
Marketing Support For Resellers: 

Reseller rcfcnals. 

Toll-free tie in to resellers. 

National advertising. 

Maintenance And Technical Relationship With Resellers: 

Three year warranty includes parts and labor. 

Toll-free lech support. 

Dedicated technical BBS. 

Web site includes technical information and drivers. 

Volume Discounts: Yes. 

Demo Unit Availability: Yes. for large dealers, 

Mynix's View Of The Market: 

"This product is taigeled at entry-level student and home users for 
Q4 this year. Our product is positioned to offer this segment of the 
market the best price/perl'ormance ratio." says Kim Lee, vice-presi- 


dent of Mynix Technologies. 

System Strengths: 

"With the MMX Pentium processor 
Intel TX chipset, Ultra-ATA hard disk 
and Matrox 2MB Mystique VGA card, 
this system will deliver excellent per- 
formance,” said Lee. 
fdtfors’ Notes: 

In our last survey, the machine from 
Mynix Technology took first place on 
our benchmark .suite thanks to a combination of great components 
and a well-designed motherboard. This month, however, the system 
we received was unable to make it through our entire benchmark 
suite, crashing at the database portion of it. Tlte system was very well 
pul together, and would have certainly been in the top few had the 
motherboard been of a different brand. The configuration we 
received consisted of 16MB of EDO RAM. a speedy Matrox 
Mystique video card with 2MB of SGRAM onboard, the new 
Quantum ST hard drive with UIDE interface, a 16X CD-ROM and 
a Zoont 33.6Kbps fax modem. The system carries a reseller price lag 
of $1,495 and comes with a three-year parts and labor warranty. 



ComDUCon . 

Suggested Retail Price: SI.580 


System Strengths: 1 

Reseller Authorization: Yes, subject 

to location. 

"Systems are designed to meet Industn- 

111 server standards as if Ihe^il^^n- . 

Marketing Support For Resellers: 


nintt 24 hours non-sioo. Koliabiliiv. sta- 

Co-op advertising. 


bilily, compatibility (with major operd^^^^^^ 


Reseller referrals. 

Toll-free tie in to resellers. 

Resellers are listed on the Web site. 

POP displays. 

Maintenance And Technical Relationship With Resellers: 
Two-year warranty includes parts and labor. 

Optional on-site wananty (offered by resellers). 

Optional third year extended warraniy. 

Reseller can offer service. 

Web site includes technical information. 

Volume Discounts: Yes. 

Demo Unit Availability: 

Available for authorized Compucon dealers only. 

Compucon's View 01 The Market: 

"This is an entry system for home and education," say.s 
Allan Ng. president of Fasicch — distributors of Compucon 
systems. 
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ing systems and applications), connee- 1 
livity and performance are the key I 
strength of Compucon machines. All J 
machines come with well-documemcd | 
technical information." said Ng- 
Editors' Notes: 

Faslech sent us a PC equipped with a Pentium 133MHz proces.sor. 
Its configuration was fairly typical of what we had expected to see 
from most vendors. Although its inner workings arc not comprised 
of all the lalc.si technology, they still offer plenty of performance 
and value. To start, there is 16MB of EDO RAM. a WinFast 
S600DX video card equipped with 2MB of EDO RAM, a sound 
card using the Yamaha 3D chipset, and a Quantum Fireball 1.2GB 
drive. To round out the system, are Panasonic's latest 24X CD- 
ROM drive and a speedy 33.6Kbps modem from Supra. Of the 
three systems equipped with the P-133 processor, the Compucon 
machine came out on lop in our benchmark tests. It carries a price 
lag of Sl-580 and includes a three-year pans and labor warvamy. 




QDl's Hurricane swept through motherboard industry 
Thousands of professional System Integrators 
have turned to us !! 



Switching 


SpeedEasy'^'' 


Intel 440FX 


PCI Concurrent 


Multi-l/0 Panel 



The new Commander III 
Pentium® II based Motherboard 

GDI is one of the largest PC motherboard 
manufacturers in the world with 







Processor 
Cache size 
Motherboard 
Chipset 
RAM 

Video Card 
Video Memory 
Monitor 
Sound Card 
Hard Drive 

CD-ROM Drive 
Modem 
System BIOS 
Operating System 
Extras 


Windows Benchmarks 
Desktop Publishing 
Desktop Graphics 
Desktop Presentation 
Word Processing 
Spreadsheet 


Contact 

Internet contact 
Suggested Retail Price 
Street Price (or estimated) 
Reseller Price 
"Warranty 

(# of years labour, parts)" 



A-Open 

Azura 

Compucon 

S6¥Pt97 

Daiwa 

Darius 

Pentium 133 

Pentium 166 

Pentium 133 

Pentium 133 

Pentium 166 

256KB pipeline 

512K6 pipeline 

512KB pipeline 

512KB pipeline 

512KB pipeline 

Acer AP5VM 

Shuttle 


Intel TXl 


430VX 

430VX 

430HX 

430TX 


16M8 EDO 

16MB EDO 

16MB EDO 

16MB EDO 

32MB EDO 

S3 Trio64V 

S3ViRGE3D 

WinFast S600DX 

ATI 3D Xpression 

S3 ViRGESD 

1MB EDO 

2MB EDO 

2MB EDO 

2MB EDO 

2MB EDO 

Acer 14-inch 

None 

None 

None 

None 

AcerFX-3D 

Opti 931 

Yamaha 3D 

Yamaha YMF7ia 

SB1E 

JTS Champ 

1.3GB EIDE 

JTS 

2.0GB EIDE 

Quantum Fireball 

1.2GB EIDE 

Quantum ST 

2.1GB UIDE 

Fujitsu 

2.1GB EIDE 

Acer 18X 

Toshiba 16X 

Panasonic 24X 

Panasonic 24X 

Panasonic 24X 

A-Open 33.6 

Motorola ModemSURFR 

Supra 33.6 

None 

USR Sportster 33.6 

AMI 

Award 

Award 

Award 

Award 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Multimedia Speakers 

Multimedia Speakers 

Multimedia Speakers 

Multimedia Speakers 

Yamaha M7 speakers 

92 

116 

110 

112 

132 

17D 

217 

178 

177 

241 

98 

129 

109 

110 

147 

90 

112 

101 

103 

134 

126 

150 

147 

132 

156 

91 

114 

112 

106 

128 

104 

130 

119 

116 

146 

(905) 479-8336 

1-800-863-6722 

(604) 279-9686 

(888) 818-4487 

1403) 640-0002 

www.comtronic.ca 

www.empac.ca 

www.compLcon.com 

www.daiwa.net 


$1,435 


$1,580 


$1,900 

$1,399 

$1,100 


$1,249 

$1,850 

$1,330 



$1,149 

$1,560 

2L, 2P 

2L,2P 

2L, 2P 

2L, 2P 

3L, 3P 
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Pentium 166 MMX 

Pentium 166 MMX 

Pentium 166 MMX 
512KB pipeline 

Yukon 

Pentium 166 MMX 
512KB pipeline 

Q01 

Pentium 166 MMX 
512KB pipeline 

Intel 

512KB pipeline 

512KB pipeline 

A15n 

Shuttle 

430TX 

430TX 

430HX 

430TX 

430TX 

18MB EDO 

16M8 SDRAM 

16MG EDO 

32MB SDRAM 

32MB SDRAM 

Matrox Mystique 

Tseng ET6000 

S3 Trio 64V 

ATI 3D Xpression 

Matrox Millennium 

2MBS6RAM 

2MB MDRAM 

1MB EDO 

2MB EDO 

4MBWRAM 

None 

None 

None 

None 

None 

ESS1868 

Bravo 128P 

DCS-S611 

SB32 

SB16 

Quantum ST 

Quantum ST 

Western Digital 

Quantum 

Quantum Fireball 

2.1G8 UIDE 

2.1GB UIDE 

1.6GB EIDE 

2.1GB EIDE 

3.2GB EIDE 

BCD 16X 

Toshiba 16X 

ax 

Panasonic 24X 

Liteon 16X 

Zoom 33.6 

None 

33.6Kbps 

Motorola 56Kbps 

USR33.6 

Award 

Award 

AMI 

Award 

Award 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Windows 95 

Multimedia Speakers 

Multimedia Speakers 


Multimedia Speakers 

Multimedia Speakers 

142 

154 

130 

163 

166 

226 

226 

225 

280 

288 

151 

157 

139 

185 

186 

134 

145 

125 

165 

167 

183 

196 

164 

184 

207 

m 

151 

122 

152 

168 

m 

165 

142 

177 

187 

(514)335-2456 

1-800-910-3388 

1-800-867-2649 

1-800-463-6783 

1-BQ0-513-7732 

www.mynix.com 

www.oaoomp.com 

www.seanix.com 

www.std.net 

www.ultinet.ca 

SI, 995 



$1,799 

$1,699 

31.895 

$1,268 

$1,599 


SI, 495 




3L,3P 

1L,1P 

3L,3P 

2L,2P 

2L, 2P 
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LAB TEST 


Darius 


Suggested Retail Price: S i .9(10 
Street Price: SI, 850 
Reseller Price: .SI, 560 
Reseller Authorization Requirements: 

Re^ellcrs musi have qualilieil PC Icchnieian.s on siaff. and nol 
eorcy more (hun one IBM-cnmpaiible brand. 

Marketing Support For Resellers: 

C o-op adveriisiiig (depends on sales volume and margin whieh are 
deiermined by Darius managemcni). 

Re.sellerrcl-errals. 

Toll-free lie in lo rcscliers. 

Maintenance And Technical Relationship With Resellers: 
Three-year warraniy includes purls and labor. 

Toll-free teeh siippon. 

Volume Discounts: 

Yes. for resellers who deal with cdueaiional insliiulions and cor- 
poration employee purchase plans. 

Demo Unit Availebility And Restrictions: 

A limit ol one demo Darius system is available forre.sellers lo pur- 
cha.se for live per cent off ihe regular cost. 

Darius's View Dl The Market 

"Our producu are posiiioned in a markei where end-users are 
very sensilive about the money they spent. Darius systems are 


lully CSA-approved to assure only 
quality components are being 
installed and fully configured before 
shipping so that when dealers receive 
their Darius system, all they have to 
do is to install the extra software and 
specific requirements from their end- 
users. said Jcnniler Chan, sales 
manager at Darius. 

Editors' Notes: 

This .system from Darius was well-configured with quality com- 
ponents. although it carried a higher price tag than most of ii.s 
competitors. It was configured with 512KB of pipelined cache. 
.52MB of EDO RAM. an S3 ViRGE 3D video card with 2MB 
onboard, a Sound Blaster 1 6 sound card, a 2. 1 GB hard drive from 
Fujitsu, a Panasonic 24X CD-ROM drive and a USR Sportster 
33.6Kbps fax modem upgradeable to .56Kbps. Also included in 
the system is a pair of Yamaha M7 speakers. While Its price was 
higher than most others in this survey, it did manage to come out 
on top when it came to raw perfonnance compared to other plain 
I66MH/. machines. Plus, the system comes with Corel 
WordPerfect Suite 7 or Version 8 when available to OEMs. 
Customers can also choose either Lotus SmarlSuite 96 or 97. The 
system is available to resellers for $1,560 and comes with a three- 
year parts and labor warraniy. 



Street Price: $1,268 
Editors' Notes: 

The third fastest machine in this month’s survey came from OA 
Comp. It features the l66MHz MMX processor. 512KB of 
pipeline Level-2 cache on a motherboard with the 430TX chipset 
and 16MB of SDRAM. The Tseng ET6()00 video card helped this 
machine achieve its overall high score, thanks to its fust graphics 
processor and high-speed MDRAM. totaling 2MB. Tlie Quantum 
ST UIDE hard drive seems to he a favourite among several con- 
tenders in this month's lab. and this machine from OA Comp was 


also equipped with it. Rounding out 
the system is a 16X CD-ROM from 
Toshiba, a 16-bil sound card from 
Bravo featuring Ihe 1 28P chipset and 
a pair of multimedia speakers. Also 
included in this system package is the 
Microsoft CD Bundle ’97 which con- 
sists of five Microsoft titles. The very 
competitive price lag of just $1,268 
makes this one hard to resist. 



Estimated Street Price: $1,599 

Maintenance And Technical Relationship With Resellers: 
Tlircc-ycar warranty, parts and labor. 


Editors' Notes: 

Scanix sent us a typical student PC. lu configuration includes a 
Pentium I66MMX processor, 16MB of EDO RAM, a popular 
Western Digital huid drive with a capacity of 1.6GB, an alTordabIc 
S3 Trio64V video card with I MB onboard and a ?3.6Khps fax 
modem. Multimedia is achieved through the 16-bil sound card and 
the 8X CD-ROM. Although 8X CD-ROMs are vinually a thing of 


Ilic past, they are still quite adequate 
for the typical student. The system 
comes with McAfee Virus Protection 
Version 2.04. Trio Communications 
Software and Cartton Copy. The only 
thing wc would change on this .system 
W'ould he Ihe video card. Although it 
certainly helps keep the system cost 
down, it doesn't oiler much in the 
way of performance. Other than that, 
the system is ideal for anyone looking 
for an entry-level machine. 
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boRn 

toruN 




Extreme processing. 
Extreme value. 

With the Cyrix 6x86MX’ 
processor, your PC 
becomes an exciting 
gateway into rich new 
multimedia worlds. 

It's MMX'enhanced to 
give you extreme 
processing performance 
on Windows*95. 


^"'’V^Mi^{}WW^indows«95 



KQQ 


runs WAX’" software • the latest feature-rich applications 
extreme speed • PR166,PR200 and PR233 
richer Images • delivers brilliant colors and 3-D graphics 
64-KByte internal cache • to boost processing performance 
software compatibility • runs Windows' 95 and NT- and ail your software 
proven Cyrix technology • for compatibility, quality and value 


extreme 


processing 
for the 
multimedia 



Distributed by 



Western Canada: 

IOS-3760Jacomlu Rd.. 
Ridimond. B.C.VeVir6 
Tel: (6UI 279-9903 
Fsi: 15041 279-9902 
Tell:1.80D.66S'6iee 


Eastern Canada: 

243 W. Beaver Creit Rd., 
Undo, RKHimord Hill. aid. 
Tal: (905) 883-3362 
Fax (905! 886-3090 
Tidl: 1-800-352-5039 


Calgary Office: 

4710-1401 Streel. N.E.. 
Calgary, AB T2E 6L7 
Tel: 14031201-1668 
Fax (403) 291-0009 
1011:1-300-560-3331 


Halifax Office: 
Unlt1,200WrlghlAva. 
OaitmouUi N.S. B3B1R6 
131: 1902)463-9398 
Fax (902)463-5988 
Toll: 1-80Q-73S-0250 


LAB TEST 


Suggested Retail Price: S 1,799 
Marketing Support For Resellers: 

Co-op advertising. 

Reseller rel'emils. 

Toll-free lie in lo re.sellers. 

Maintenance And Technical Relationship With Resellers: 
Two-year warranty includes pans and labor. 

Opiional on-site warranty. 

Toll-free icch support. 

Web .site includes lechnical information and drivers. 

Volume Discounts: Yes. 

Demo Units: No. 

STD's View Of The Market: 

‘‘The Pentium 166MMX is an entry-level system designed to suit 
the needs of the end-user. The 56Kbps modem is designed for a 
high-speed Internet connection. The 01 Communicate software 
provides access to all forms of communication (E-mail, fax capa- 
bilities and phone message service), says Leonard Chan of .STD. 


Editors' Notes: 

The second fa.siesl system in this month's survey comes from 
STD. The CompuPartner brand is quite familiar to the Lab Test, 
having been part of our testing process for quite some time now. 
It may not be the cheapest system in the survey, but it sure packs 
a punch when it comes to offering excellent components while 
keeping the price well under $2,000. The I66MMX processor is 
helped along by 512Kbps of pipelined cache and 32MB of 
SDRAM. The ATI 3D Xpression offers good 2D and 3D perfor- 
mance. Other popular items include the Sound Blaster 32 sound 
card, the Quanium ST 2.1GB hard drive, the zippy Pana.sonic 24X 
CD-ROM and ihe Motorola 56Kbps X2 modem. This system 
incorporates a jumperless motherboard from QDI which allows 
for control of the system's speed from within the BIOS. This can 
save time and headaches when it eomes to upgrading processors 
and worrying about putting the wrong jumper in the wrong place. 
Software titles bundled with this system include 01 
Communicate! and the Microsoft Plus Pack for Windows 95. The 
system is priced at $1,799 and includes a two-year warranty on 
parts and labor. 


Ultinet 


Suggested Retail Price: $1,699 
Marketing Support For Resellers: 

Co-op advertising. 

Marketing funds. 

Reseller referrals. 

Toll-free tie in to resellers. 

National advertising. 

Fax blitzes. 

Maintenance And Technical Relationship With Resellers: 
Two-year warranty includes parts and labor. 

Toll-free tech support. 

Volume Discounts: Yes. 

System Strengths: 

According to the company: All systems are built and backed by 
Ullinet’s two year parts and labor warranty. .Systems are support- 


ed by ‘live’ technical stalT. and Uliinefs 13-year 
reputation. 



Editors' Notes: 

Ultinet munagej to build the fastest computer and is priced so 
that every student will want one. The system i.s powered by a 
166MHz MMX processor. 512KB of pipelined cache and 
32MB of SDRAM. The addition of a Matrox Millennium with 
4MB of WRAM definitely helped this system achieve its high 
score. Storage won't be a problem with the 3.2GB Quantum 
Fireball hard drive, which offers not only plenty of storage 
space, but also improves overall system performance. 
Finishing off the system are components such as a USR 
33.6Kbps voice/fax modem, a I6X Liteon CD-ROM and a 
Sound Blaster 16 sound card. The package includes a “mini- 
office suite” and a two-year parts and labor warranty. The price 
lag reads a modest $1,699. 



Due to the nature of this month's review, our awards will be handed out for the various classes of processors we tested. Our 
normal policy is to award three winners, one for a Performance category, one for Price/Performance, and one for Overall Value. 
Because our focus this month was less on performance and more towards overall system value, we will present tlireo awards for 
that category. 

Pentium 133 Class 
Daiwa 

In this particular class, the computer from Daiwa is a clear winning choice. It offers everything an entry-level system should, 
at a price that's very hard to resist. 

Pentium 166 Class 
INET 

The system from INET is not only well-priced, but offers great performance with a slew of well-known, quality components. 


Pentium 186 MMX Class 
Ultinet 

If your customer wants an entry-level i 
up. It offers components that would ni 


ichine that will last for quite some time, this month's Ultinet system should not be passed 
nally make up a higher-class machine but it maintains an entry-level price. 


Sieve Hiilinda, Tim Bingham-Wallis ami Jazz Bhooi o. 


CClVlv Lab Test Editors. The , 


be reached ai 1416) 535-8404. 
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faster lnM*ftntium II Processor with 
MMXTechnology 

•Modem Ring WaKe-uc. Soft Power Off 

■PeripheralsprotECfionthtoughPolyFuse 
1-78Controlla-onBo3n3(lria 


Supply and System fans 

rts a maximum memorysize of 
Btfith SDRAM, orIGB with EDO 


upporta Ultra DMA/33 synchronous 
DMA mode, transfer up to 33 M8/sec. 
•Provide 1 A.G.P. slot, support 66/133 
MHz 3.3V devices (30% to 50% faster 
than PCI) 

• Keyboard Password Wake-Up (For 
Winbond 977TF V.C or later version) 
♦MSI Super Package CO(3in 1) 


11 

440LX PCIset, ATX) 


MSI offers you the most awaited Pentium II 
mainboard with AGP Technology Ready! 



WORKGROUP COMPUTING 

Feature 


Groupware shapes 
workgroup computing 


hy Dan McLean 




MicnKott’s OuliKd! o^niauon/aiiTiiTUiicaiinis aoplicsiion 
IS 3 ksv pert of OHice 97's workgroup capatHlmes 


Warn 10 .start a doozie of an IT debate? Il'so. 
try to define workgroup coinpulinj;. 

Fifieen years ago. you probably wouldn't 
have been able to come up with a definition. 
Five years ago you'd have probably guessed at 
some type of E-mail that drove a. simple .sched- 
uling application. Today, the answer Marts at 
the notion of mullil'uneiion groupware and 
messaging, iuid stretches out to all manner of 
collaborative computing tasks, across commu- 
nities as far-flung as the Inieniet extends. Ten 
years from now — who knows? 

To keep the discussion focused, you'd 
probably agree groupware — software that 
enables a range of collaborative computing 
functions and is designed to help people work 
tocether — is the foundation for workgroup 
ci'inpuling. "The precise definition of group- 
ware is everything 1 do on my desk all day 
long. That's whtit groupware and workgroup 
computing is to me." says Tim Sloanc. direc- 
tor of Internet infrastructure at consultancy 
Aberdeen Group in Boston. 

Adds Mike Levy, director of marketing 
ftir Novell Canada LtiL: "There are no bound- 
aries to the workgroup. You may be looking 
at people widely geographically dispersed, 
connected via private networks or over the 
Internet. Essentially the definition of work- 
group computing, in tenns ol any technology 
btiundaries. has pretty well changed." 

Such responses highlight the broad and 
sweeping nature of workgroup computing — 


a .sort of all things to all people, as it were. 

So. let's narrow the focus. If we agree 
that groupware is the foundation of work- 
group computing. then messaging Ls probably 
the driving force behind it. Messaging and 
groupware go together like ham and eggs in 
the workgroup computing world and no 
groupware application seem.s complete with- 
out messaging. "If you had a groupware solu- 
tion without messaging integrated with it 1 
wouldn't give it a lot of chance (to succeed)."' 
said Marc LcBlanc. Canadian product man- 
ager for Lotus Development Canada Ltd, 

When one thinks of groupware, three 
products come immediately to mind. 
Certainly Lotus Noie.s defined the market and 
remains the clear-cut leader. Novell's 
GroupWise is another heavyweight contender 
and. of course, there’s Microsoft's Office 97 
which has its roots a.s a desktop tool. 

And even though the basic design of 
most groupware might look essentially the 
same, all are not created equally, nor are they 
necessarily conducive to workgroup comput- 
ing between one another. It's not easy to com- 
municate From one set of groupware tools to 
another, and vinually impossible to access 
the full breadth of functionality of. say Lotus 
Notes, from GroupWise. 

Sloane explained that GroupWise is 
probably the most monolithic of the three 
products, boasting an incredibly capable 
package, "full of bells and whistles, but miss- 
es the boat from the perspective of having a 
product that can be sold separate from the 
client and .server. If I’m going to run 
GroupWise. then everybody who 1 want to 
have participate needs to have the GroupWise 
client.’’ Sloane said. 

Likewise. Lotus Notes comes close to 
having a similar monolithic offering, but the 
company has the market-share to succeed 
with such an approach, according to Sloane. 

On the other hand, Microsoft only 
requires that its Office 97 run.s on the client 
end and is less demanding about what server 
is running, he added. 


Groupware's evolution can be traced back 
to three sources — E-mail, imaging workflow 
and desktop personal information managers 
(PIMs). The goal of all three was to rnttke life 
better by helping people get oiganiz.ed. 

PlMs promised to organize people per- 
sonally. but that witsn't enough for laic suc- 
cess. especially in a business environment, 
since it's necessary to organize the group in 
order to truly organize the individual. 

E-mail evolved from an application that 
once included telephone notetaking, calen- 
daring, scheduling and word processing, 
among other things. 

Imaging workfiow involved understand- 
ing what office clerks and other personnel 
did, then automating that process in order to 
make it faster and more efficient. 

The complexity c“ame about as a result of 
taking applications that were essentially end- 
user driven aitd attempting to drive them all 
from a common computing infrastructure that 
would allow a group to employ these calen- 
dars, schedulers and notciaking applications. 
Schedules and PIMs are relatively sim- 
ple applications as personal tools. Automating 
processes makes groupware a complicated 
thing. Sloanc explained. "When you start talk- 
ing about automating processes, you get 
wrapped up in a whole bunch of additional 
issues that aren't easily identified when you 
first gel into it." he said. He cited; "security, 
access rights, authorization and hierarchies of 



lotus'! Mark loBlanc said rosstices have been cruersi la Males 
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WORKGROUP COMPUTING 


groups. These all .sian getting into personal 
and often not well-documented areas of a 
company. You take a process that seems rela- 
tively simple — 1 fill out an invoice and send 
it in — but when you try to automate it... it 
becomes complicated. Frequently people just 
don't realize how undisciplined their business 
processes are until they try to automate them." 

Making it all work is where both the 
challenge and opportunities for value-added 
resellers reside. Most customers don't have 
the in-house expertise to install and configure 
the kind of groupware system that can 
address their particular sets of business needs. 
And the vendors who sell products like 
Notes. GroupWise and Office 97 rely heavily 
on their VARs to make their groupware a 
fully functioning business tool. 

“Value-added providers are the key to 
our business and I think we're definitely 
going to do more to help value-added 
providers with their clients." said Anne 
McKeon, desktop application product man- 
ager for Microsoft Canada Inc. 

Lotus's LeBlanc was more blunt about 
the role of VARs. “We would never be where 
we are today withoul the involvement of our 


business partners, resellers and VARs. No 
way. No chance in hell.” LcBlanc said, can- 
didly. "When Notes was brought to the mar- 
ket, clearly this was not for the masses at the 
lime. It look a lot of expertise to be able to 
make this thing work. There are many exam- 
ples of implemeniaiions that have noi gone 
well,. .and in almost every single case, the 
main reason for the failures was a lack of 
involvement of a business partner," he added. 

"But when it has been run as a project, 
well-supported by business partners, the suc- 
cess rate is quite high." 

Novell's [,cvy concurred and explained 
that the most successful GroupWise VAR.s are 
the ones who understand how to integrate new 
functions to a customer's environment. “When 
you talk about collaborative products, the key 
is the application.s," he said. "As people 
upgrade their legacy systems, they're looking 
to bring theni into this cxillaborative frame- 
work. From the VAR's point of view, (group- 
ware) products are only the raw material tools 
to do that. We .see an endless wetillh of oppor- 
tunity for the VARs to show their expenise." 

Everyone agrees the future of groupware 
will be .shaped by the Internet and its ability to 


extend such products beyond internal corpo- 
rate enterprises. As LeBlanc explained, the 
promise of the Internet in a nutshell, is that 
"you can conned almost anybody very easily 
for cheap dollars and you can run some really 
good applications, again at a real cheap cosi." 

Aberdeen's Sloane said the Inientci is 
changing the entire groupware market by 
forcing vendors to read to the technology and 
the market need. He cited the example of how 
the liuernei forced Lotus to reposition Notes, 
rename it Domino anti unbundle, "what had 
been a very nionolithie product" into separate 
E-mail, Web server and groupware products. 

Finally, Novell's Levy secs an additional 
key trend — the movement towards truly inter- 
operable groupware. Vendors will not have as 
much latitude to be proprietary about the exten- 
sions and enhancements They develop, he said. 
"These will come through standards filters 
because that's w-hat the market will demand. As 
for the question of whether it will happen five to 
10 years from now; if 1 knew that then I'd start 
up my own compttny and get very rich." CWI 

Don Mcljuin is a Tnnmui-bosed Joiinwlisi 
will) s/x-cUilizes ill liigli-lecluioloxy repiirlinf;. 
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application development tools 


s 


The Right Tool 
For the Joh 


A good application development toolkit 

can be a powerhouse in the hands of a knowledgeable reseller. 

hy Alan Thwaits 


Like any good loolkil, application development tools can be 
used lor more than one purpose. For some re.sellers, the 
enclosed tools may be the foundation for selling and support- 
ing indu.siry-slandard and leading-edge software packages to 
their customers. For others, it may mean adding value to their 
products and services by using the same development tools to 
create custom .software applications for clients. 

In either ca.se, resellers need to know where the market 
is active. High-end tools development is a bu.sy place, 
because development tools are constantly changing to meet 
market and consumer needs. 

What's hot in application development? What cun resellers 
in both camps expect to sec coming down the tools tum-pike? 

Object-oriented is the name of the game, and Java is the 
hottest thing on the planet right now, so it's natural that Java 
toolsets are front and foremost. 

However. Microsoft, while offering development tools 
for Java, isn’t letting the moss grow under Visual Basic and 
C++. And Borland, which once came close to dominating the 
developer applications market, is also marketing a new suite 
for Java datiibase connectivity. 

Microsoft 

At its Spring 1097 Developer Days events, Micro.soft intro- 
duced the Enterprise Editions of Visual Studio 97, Visual Basic 5.0. 
and Visual C++. These packages provide the tools for designing and 
building multi-tier solutions that tap opportunitie.s provided by the 
Internet, while integrating with 
existing hardware and software 
investments. 

Visual Studio 97. the mo.st 
complete tool offering of the 
three, integrates support for 
development teams, the design 
of large-scale solutions, and 
integration with large data 
stores. Visual SourceSafe 5.0. an 
enhanced version control and 
management system for .soft- 
ware and Web site development 
projects, ensufc.s that developers. 
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Webma.siers, and end-u.scrs can 
work together in the develop- 
ment project while protecting 
versions of code. Studio also 
supports Microsoft Repository 
1 .0, a database that resides on 
Microsoft Jet and Microsoft 
SQL Server, that stores and 
shares development compo- 
nents between client and server 
environments. 

And Studio’s vi.sual data- 
base tooLs support developers 
in integrating database develop- 
ment into a rapid application 
development (RAD) environ- 
ment. Inclusion of Microsoft 
Transaction server delivers the 
ability to build server applica- 
tions as single-user ActiveX 
components, and deploy them 
in Transaction Server as reliable 
multi-user applications, thereby 
nimkinE th= compl.xily of 
server programming from the component developer. More informa- 
tion about Visual Studio 97 is available at http://www. 
microsoft.com. 

Sun Microsystems 

Sun Microsystems offers a similar '’family” of tools for Java soft- 
ware developers, comprising Java Workshop and Java Studio, 
(http:// www.sun.com/workshop/java/ and http;// www.sun. com/stu- 
dio/index. html). Java Workshop Professional allows developers to 
create JavaBeans components, applets, and applications complying to 
JDK l.l standards, plus a Web authoring environment for creating 
dynamic Web content. Java Studio is clus.sed as a development envi- 
ronment. but has the ease-of-use of a desktop productivity tool, so is 
ideal for Web designers, contenl creators, and others who lend their 
expertise to making Internet sites rich, compelling environments. 

"Both Java Workshop and Java Studio arc important for resellers 
because they offer the potential of going to other platforms, such as 



APPLICATION DEVELOPMENT TOOLS 


Novell and HP." according to Jeff Anders, manager, workshop 
evangelism, for Sun Microsystems. 'That means that VARs and 
resellers are able to take the tools to platforms that Sun itself may not he 
supporting, and to make the porting of application.s to those platforms 
much more effective." 

Never one to be left behind on any 
front. Microsoft has announced the latest 
version of its toolset for the Java envi- 
ronment. Visual J+-S 1-1. Professional 
Edition, includes: a debugger that can 
debug applets inside a Web browser; 
what Microsoft claims is the world's 
fastest Java compiler; a full-featured and 
customizable editor; and print and on- 
line documentation. What's new in 
Version 1-1 are; a Database Wizard for 
creating applets that connect to ODBC- 
compliant databases on any platform; an ActiveX Wizard that devel- 
opers can use to create ActiveX components that can be reused in 
such applications as VB. PowerBuilder, Delphi, Visual C+-(-, and 
Excel; and enhancements to Integrated Developer Environment 
(IDE) set in the Developer Studio visual development system. 

More information on Visual J++ can be found at 
hllp://www.microsoft.ei)m/visualj/. 


development, and database access (including source code for these 
components). 

JBuilder features a new. scalable database architecture called 
DataExpres.s. providing developers with flexible, drag-and-drop data- 
awarc components and design tools to build 
applications and applets using JDBC database 
connectivity. Borland's reputation for offering 
'■industrial strength" programming environ- 
ments and languages shows in the tools and 
capabilities offered in the JBuilder family. 

Prominent among these are the Borland 
RAD Workbench, a professional-level IDE 
common to all of Borland's visual develop- 
ment tools, Productivity Wizards, and a Local 
Inierbase Server and Borland SQL Server 
Tools, for building, managing, and deploying 
scalable databases server applications. 

More information about JBuilder can be found at htlp:/(www, 
borland.eom/ jbuilder/. 

The gotxJ news is that the applications development toolkits are out 
there — each one of them a powerhouse in its own righu For resellers 
who can configure the toolkits to he productive componenLs of their mar- 
keting strategies, the news can only get belter and belter. Kil 




Java Stixtio. 



Borland 

More recently, industry stalwart Borland announced its contribution 
to the Java arena. According to Borland, JBuilder Standard. Builder 
Professional, and JBuilder Client/Server feature “the industry's 
fastest and easiest" JavaBean component creation, u scalable data- 
base architecture, and robust visual development tools. Borland 
empha.sizes that JBuilder is designed for all levels of development 
projects, ranging from applets and applications that require net- 
worked database connectivity, to client/server and enterprise-wide, 
di.stributed multi-tier computing solutions. JBuildcr also provides 
developers with a flexible open architecture, .so that users can incor- 
porate third-party tools, add — ins. and JavaBean components. 

One of JBuilder’s assets is BeansExprcss, which helps develop- 
ers increase productivity by encouraging component reuse. With 
BeansExpress. developers can build JDK l.l-complianl JavaBean 
components, as well as deploying their JavaBeans and adding them to 
JBuilder’s component palette. JBuilder Professional and Client/Server 
ship with more than 100 reusable JavaBeans for GUI design, Iniemei 



I WDiishopi Debugger 


Alan TInvairs is a freelance journalist who specializes in on-line 
anil mobile conipuiin!< technologies. He can he reached at 
pra.xcomm<S> idireci.com. 
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BOOK REVIEW 


Beginners in Visuai Basic, 
shouid check this out! 

hy Sieplu'ii lharaki 


Visual Basic is ihc indusirj's Icailiiii; prugrani- 
ming language — oulsdiing all tiihers cijiii- 
bined. And I'or ihiise new id ibis dynamic lan- 
guage, a gixtd luiurial is cenainly nccessar>'. 

As a college cducaiiir, 1 have used 
countless icxlbooks to leacb Visual Basic, but 
it was not until we iniplemcnied ‘‘Teutli 
Yoiir.wlf Visiml d in 21 Dim" Ibtil we 
experienced real success. Now with Visual 
Basic 5 (VB.'il. ibis updated and revised best- 
seller will eoiUiiiue to be ibe recommended 
tcxlbnok I'or nur inirodiictnry VB5 program- 
ming courses. All (be examples reHecl the 
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new VB.^ inicrfacc. allbough the style, flow, 
and content strongly show the book's roots 
I'roni prior editions. 

Is it truly realistic lo complete the study in 
'21 days'?' Actually, with dedication, the reader 
can fini.sh the bcxik in seven days. Tlial's a min- 
imal lime investment to gain an quick iiiiruduc- 
lion lo this exciting programming language, 
l-'or the neophyte, the amount of required study 
lime will vary from 14 lo 21 days. 

The book splits into three weeks with 
each week divided into seven days. The Hr.sl 
week is the introduction and lays the founda- 
tion for ihc language. On Days One to Three, 
your customers will be writing their first pro- 
gram. learning the basic controls and their 
properties, and using programming elements 
like IF statements and LOOPS. Coverage of 
the mouse follows on Day Four, inenus on 
Day Five, dialog boxes and graphics are on 
Days Six and Seven. Any C/C-*-* programmer 
will iippreciute the elegance and speed of pro- 
gram development- Weeks of coding are no 
longer necessary. 

The second week eominucs with graphi- 
cal melhnds, allowing the creation of impres- 
sive visual elTecls in minulcs. On Day Nine, 
the reader will easily pmgriuii tabular displays 
with the spreadshect-like grid ecmlrol. Font 
control for both the screen and printer arc 
detailed on Day 10. With Day II. the pro- 
gmmmcr learns the case with which VB5 han- 
dles the culling, copying, and pasting of text 
and graphics. Day 12 focuses on interfacing 
with the keyboard, detecting and intercepting 
specific keysirtikcs lo control program execu- 
tion. On Days 1,1 and 14, the reader works with 
using and accessing the file-system. 

The Iasi week is the most important. The 
siudcnis lull only gels an opportunity to pul 
everything into use but. as in the words of the 
authors, the bixvk covers "the most snphisiieat- 
ed fcalures of Visual Basic — features that 
make it famous." 

Day 15 includes goixl coverage of arrays 
and Visual Basic's unique ability to re-dimen- 
sion dynamic arrays. Essential topics detailing 


Title: Teadi kowsetf tasi/atSajirSm;; Osys 

Authors; Naihaa Gurewich, On Gurewich 

Publisher SAMS PiiblisliinB 

ISBN: 0-672-30976-5 

Content 798 pages 

Level: Beoimr to Inlermedieie 

Description: In 2t days, the boot: providas a good, guick. 

■generer foundanon in Visual Basic 5 progiBinniing ttiai's 

sliarger ttian the 'Dummy' senes m technical conleil 

Commacial programmers will need w study specially books 

to gem moslery ol nny topic area 

Rating; — RocommendodforiNedeginnar 


with "passing by-reference" will heighten the 
interest of experienced C/C+-t- programmers. 
The section on Object Linking and Embedding 
(OLE) is merely an overview — so if that's a 
main inieresi. look elsewhere beyond the cov- 
erage in this book. 

Day 16 provides a passable discussion of 
the data control and .SQL though the coverage 
is lix) light lo help the reader build any "real" 
application.s. On Days 17 and 18, the reader 
learns to write programs to support the multi- 
ple-document interface or MDL and to pass 
mes.suges from one application to another. 

Days 19 to 21 and the appendix introduce 
extremely powerful fcalures. some unique to 
Version 5 of Visual Basic. Your customers will 
read about technologies such as DirectDraw, 
1-D virtual reality. DircciSound and custom 
properties, They can write programs using API 
functions, and create OCX ActiveX controls. 
To build mastery of these areas will require 
lexis ihai are more advanced. 

Of course, there could be improvements 
in this offering. It w'ould be nice to sec an 
enclosed CD-ROM with sample code and con- 
trols. This would follow the standard for most 
books of this "self-study" breed. Iii-depih 
treatment of advanced topics would be a wel- 
come addition, especially for professional pro- 
grammers. For example. OLE receives only a 
cursory treatment. Data Acces.s Object pro- 
gramming isn't even mentioned, data-bound 
controls are barely covered, and the API 
examples are simplistic. If your goal or that of 
your customer is Microsoft certification, the 
coverage is too natrow. 

The book is ideal for a quick (and dirty) 
imroduciion to Visual Basic 5. For the serious 
developer, the book doesn't go far enough or 
provide pointers for further research, and this 
would be its most serious shortcoming. CW 

Swplien Ihiiniki. ISP. is ro-tmivenor of rhe 
BADM CowpuUn^ Program al Cupiiano 
College, which is CIPS. Novell. Mivivsofi- 
cerlijied. He cun be reached al sibaraki® 
capcollegc.hc.ca. 
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DVD: It's lime To 
Pay Attention! 

Your customers will soon be clamoring for DVD systems as the massive 
storage medium will enable new applications for home and business. 


By Ceof Wheelwright 


Digital Video Disc (DVD) has Ihe promise to 
deliver a huge marketing opportunity to deal- 
er.*; and resellers over the next year, but few in 
the PC industry seem to be talking about it. 

However. DVD is a vast improvement 
over the existing humble CD-ROM drive that 
.should send users scurrying to get their sys- 
tems upgraded, To get an idea of the difference 
this will make to software, consider the 
announcement last year by the American com- 
pany Digital Directory Assistance Inc., which 
currently publishes the popular PhoneDi.sc 
CD-ROMs telephone directories. 

The company's existing PowerFinder 
USA One product takes up 3.7GB of data sold 
on six CD-ROMs. The company says that with 
the capacity offered by the extra capacity on 
the.se new DVD players, the combined contents 
of all of PhoneDisc's six CDs can be placed on 
a single DVD-ROM disc, with room to spare. 

"DVD-ROM technology allows our users 
to search all 112 million business and residen- 
tial telephone listings with U.S. Census demo- 
graphics seamlessly, using a single disc." says 
the company’s chief executive officer Claude 
Schoch. "Once you experience the DVD- 
ROM version, it's hard to go back to switching 
through six CD-ROMs." 

Meanwhile, Sony of Canada Ltd. offers a 
"reference-standard" CD/DVD video player, 
plus DVD-ROM drives for persona! computer 
and high quality movie and music entertain- 
ment programs lai^eted at video and audio- 
philes. "At Sony, we are committed company- 
wide to DVD," said Ted Miyashita, the senior 
vice-president of the consumer electronics 
group at Sony of Canada. 

Sony's fust DVD video player is the model 
DVP-S701X), available for less than $1,399. In 
addition. Sony has already started to ship sample 
units of its DVD-ROM drive to U.S. personal 
computer manufacturers for testing. 

Sony appears to realize, however, that it 
will be the availability of content in DVD for- 
mat that will make or break this standard. In 
anticipation of consumer demand for DVD 
titles, the company has established "DVD 
Authoring Centres" in Japan and at Sony 
Pictures' Culver City studios, in California, 


The Culver City facility, in particular, is aimed 
at bringing ihe film-making community 
(including Sony Pictures Entertainment, of 
course) into the DVD world. 

Meanwhile, Warner Home Video (WHV). 
began offering its first DVD titles beginning 
this spring. Released simultaneously with 
VHS, WHV suggests that its movies on DVD 
are being offered “at affordable sell-through 
prices" that it predicts will prove instrumen- 
tal in popularizing the DVD format. Titles 
scheduled for March include "Space Jam" 
and "Twister" with future releases such as 
"Sleepers . " "Michael Collins. " and "Mars 
Attacks’" 

For most PC users, however, the choice 
will not be to junk their existing PC and CD- 
ROM drive. Many will want to upgrade and 
add DVD to their current systems. So there is 
likely to be a huge potential for upgrades of 
existing PC CD-ROM drive.s, as well as a 
mass "upselling" move driven by both the 
arrival of DVD and Intel's MMX multimedia 
processor technology. 

DVD promises to be able to store up to 
17GB of data on a single CD-sized disc, and 
sdll be able to play all existing CD music and 
CD-ROM discs. Creative says its recently- 
announced DVD upgrade is initially targeted 
at power gamers, multimedia enthusiasts and 
early adopters. “We see PC-DVD as the 
media rich solution that serves as the catalyst 
to take the PC into the family room and make 
it part of the entertainment centre,” explained 
Hock Leow, vice-president of Creative’s mul- 
timedia division. 

Inside the Creative S499 upgrade kit, 
Leow says the company is offering a PC-DVD 
drive that reads DVD-ROMs at 9X speed and 
CD-ROMs at 6X speed, as well as built-in 
Dolby Digital (AC-3) audio and MPEG-2 
video decoder boards (apparently providing 
better sound and the ability to play MPEG-2 
video of 133 minutes in length). 

Creative further says that the drive will be 
able to rend up to 8.5GB of data or information 
on each side of a single DVD-ROM disk and 
supports existing CD-ROM, CD-Audio, Video 
CD, CD-Extra and CD-I formats. 


■Hie announcement of the drive appears 
to have other sectors of the industry excited us 
well. “We believe that DVD rcpre.senis the 
next major step in audio and video .storage 
technology for the PC," offered Intel content 
group vice-president Claude Leglise. 

Analysts have also been fulsome in their 
ptaise of the technology. "The DVD market is 
poised to ramp up very quickly — even more 
so than CD-ROM — and add tremendous 
value to the user," suggested Tim Bajarin, 
president of Creative Strategies, a market 
research finn located in San Jose. Calif. “Tie 
expiuided functionality of DVD for the PC 
Includes entertainment media such us full- 
length movies, educational c-ontent and arcade- 
quality games. 

DVD will also not be limited to devices 
that can read pre-authored discs. Enter the 
DVD-RAM drive. In late April, Hitachi 
America Ltd. announced that it would start 
shipping samples of the GF-1000 family, one 
of the world's first DVD-RAM drives for per- 
sonal computers, on June 20. Hitachi says the 
new drive, which allows both recording and 
playback of data, complies with the DVD- 
RAM format announced in late April by the 
DVD Forum. 

DVD-RAM is a rewriteable DVD format 
that offers a storage capacity of 5.2GB (equiv- 
alent to 3,600 floppy disks) using both sides of 
a five-inch disk. Hitachi says it offers full 
compatibility with other DVD formats and 
very high reliability in the reading and writing 
of data. The Hitachi GF-iOOO range consists of 
three members: the GF-I0(X) (which has an 
ATAPl interface), and the GF-1050 and GF- 
1055, both of which have a SCSI interface. 
TheGF-1000andGF-l050are internal DVD- 
RAM drives, and the GF-1055 is an external 
DVD-RAM drive. 

By the year 2000, Hitachi says it expects 
that the global market for DVD drives will be 
more than 70 million uniLs, and that 30 million 
of those units will be DVD-RAM drives. tW 

Geof Wheelwright is a Wuicouver-based tech- 
nology and business journalist. He can be 
reached at geofH'heelwrighl&ntsn.com. 
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WORKING THE WEB 


*ciick*y 

[searcfi I'or Cana^Ctopuicr Ciinni'boirj 

•cH^ \ - 
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|Welconi</to CanadJtumpnta'^oiincjyon. 
>ou} source for computers. | Wow, ^ook.' 
good! Htn. No links. Maybe one ofThcse 
pictures is a link? *click‘‘’^cliji 
No., weird. Oh well. On tc 


In the end. it doesn't matter how good a site 
looks, if there’s nothing there to look at. Once 
you or your customers decide to create a com- 
pany presence on the Web. it's time to decide 
what is going to be featured on the site, and the 
best way to get it there. 

This can depend on the level of expertise 
of the people creating the Web site, the amount 
of money you want to invest, the amount of 
flexibility you need, and whether the site will 
be for informational purposes or commerce. 

Armstrong Web Production 

The first way, let'.s call it the 'Armsuxing' 
method, is essentially sitting down with the 
materials at hand and assembling (he site 
piece-by-piece. Using a text editor or an 
HTML authoring kit, one would start the rather 
tedious process of mapping out a series of 
links, entering text, putting the pictures in 
place, determining what pages are going to 
contain whau if there will be any repetition of 
items from category to category. 

For example, will the Printers page con- 
tain printer cartridges, or will those go solely 
on the Supplies page? It’s important to know 
what's going to go where, in advance. 

This method of Web site assembly obvi- 
ously works best for small sites, or sites (hat will 
only be featuring a limited representation of 
overall stock. The advantage, for small sites, is 
(hat it's fairly inexpensive, once all the necessary 
information is gathered together and entered and 
the scajining/creation of the graphics done. The 
down side is that it can be rather labor-intensive 
and tedious, and whenever updates are made to 
general stock, all affected areas on the Web site 
will have to be changed manually. 


Getting Your 
Database On-Line 

For you and your customers, it may be time to get past that "on-line" brochure stage, 
and get some real useful product data out on the Web. 
by Sean Carruthers 


Incorporate An Existing 
Company Database 

The second method is to incorporate an 
already-existing database, either by making a 
copy onto the Web server, or by giving the 
Web server access to the database on the point- 
of-sale machine. Instead of a batch of firm 
Web pages with specific information hard- 
wired into them, this approach would allow 
more flexibility, inserting appropriate items 
into a frameworit page, though scripting. 

Both Java and CGI scripting are in com- 
mon use, and are popular for creating dynam- 
ic Web pages, on the fly. Accessing a certain 
Web page would invoke a script, which in turn 
would search your database for appropriately 
flagged items, and insert (hem on demand into 
the text of a Web page. 

As an example, printer-related entries 
could be flagged with a ‘p’, ‘m’ for modem 
queries, and ‘s’ for supplies. A modem cable 
flagged with 'ms’ would be relevant to both 
supplies and modem queries, and would be 
brought up on both pages. In addition, any- 
thing added to the database with appropriate 
flagging would be brought up on subsequent 
relevant searches. Instead of updating the data- 
base and then the Web pages on top of that, all 
that would be required would be the updating 
of the database itself. 

While it's theoretically possible to have 
the Web server interact directly with the active 
point-of-sale database, it may not be the best 
option in all circumstances, mostly for securi- 
ty concerns. With a point-of-sale machine 
directly connected to the Internet, the possibil- 
ities of mischief from outside increase, and 
this can become a much larger concern if any 
confidential information (credit card numbers, 
customer records) are entering the point-of- 
sale machine or pa.ssing from the point-of-sale 
machine to the Web server. 

The major drawback to this method is the 
need for knowledge of scripting and imple- 
mentation. Java and Perl (which is often used 
to create CGI scripts) arc generally easier lan- 
guages 10 learn and implement than profes- 
sional programming languages such as C-H-. 
However, if there’s no time to personally learn 
them and put them to use, outside help may 
need to be brought in to make everything work 


together. If a lot of work is required to link a 
datflba.se to Web pages through scripting, it can 
become a time-consuming, frustrating, and 
expensive proposition. 

'On-line Store' Packaged Software 

A third option is software specifically dedicat- 
ed to Internet sales, like Microsoft’s Merchant 
Server package, which merges a SQL database 
server with HTML templates, and a grab-bag 
of tools dedicated to databa.se and Web con- 
struction. Packages like this are for profession- 
al developers: although they provide every- 
thing necessary to put together a Web-based 
databa.se and the associated pages, most are 
still not trivial to operate, require extensive 
work and maintenance, and a prior knowledge 
of systems and the Web. 

Although there are other products for the 
beginner which are a bit simpler, where one 
can just plug information and go. lack of flex- 
ibility of such systems could be problematic. 

The price tag for some of the dedicated 
‘on-line store’ software seems astronomical at 
first, sometimes commanding lens of thou- 
sands of dollars before you even take the actu- 
al hardware into account. However, after con- 
sidering the amount of time and money that can 
be invested in incorporating an existing data- 
ba.se. after scripting and tech support, dedicated 
.software may come up even, or even be less 
expensive in the long run. Certain packages are 
also available which have most of the features 
and power of more expensive dedicated soft- 
ware. but at a lower cost (Iniershop Online is 
one example; at hiip://www.imershop.com.) 

When trying to decide your approach, 
consider: What is the purpose of the Web site? 
Will it be to dispense a limited amount of 
information? Will it be used to provide a full 
reference of stock carried? Or will it be an 
actual on-line store? 

Although simply establishing a Web pre.s- 
cnce can be a good thing, getting more infor- 
mation on-line about the slock you carry will 
allow the Web site to function as more than 
just a cyber busine.ss card- CM 
Sean Carrulhen does Web ronsulling for 
Armchair Airlines Computer Services (http:// 
www.armchair.mb.ca) in Brandon. Man. He 
can he reached al aneiivs®armchair.mb.ca. 
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Resellers can potentially pay less tax and maximize revenues, 
by properly employing a trust. 


In' Doiigkis Gray 


-'ii could I'-.--; of the shares in a company 
r.ec by a held in the name of o family trust. 


probably heard 

1 eoneepi of iru.\ts — 

I sometimes referred to as 

j family Irusis. private 

There are also ufl'shorc 
vk trusts. Generally there Ls 

a mystique about the con- 
cept of mists, and a lot of confusion about 
what they are and w-hen they should be 
considered. 

Many people think trusts are ju.st for the 
rich or for people with complex financial iind 
investment alfairs. That is not the case at all. 

Trtists are a very common way of deal- 
ing with a range of personal choice, family or 
business options. As a reseller, you want to 
maximize your after-tax revenue and mini- 
mize the lux you pay on your investment. 
Basically, a trust is a legal strucitire whereby 
a trustee deals with property or assets, such as 
cash, slocks or bonds, over which the trustee 
has control, for the benefit of persons ctilled 
beneficiaries. The trustee could also be one of 
the beneficiaries. Although the trustee has 
legal title to the trust properly, beneficial 
ownership rests with the beneficiaries. 

There are two main types of trusts: 
Living IrusIs and testamentary trusts. A living 
trust (also referred to as "inter vivos" trust) is 
established while an individual is alive, and 
comes into elTeci once the trust agreement is 
signed and the trust is funded. A testamentary 
trust is created under the terms of a person's 
will and therefore takes life on the person's 
death. It is funded from the prtKeeds of the 
deceased's estate. These trusts serve difl'oreni 
purposes and objectives and can have differ- 
ent lax implications. 

Living Trusts 

Here is an overview of how irusis can be used 
pie, there arc a number of creative ways that 


Family Trust. 

In this situation, you could have .some of the 
shares in a company owned by a spouse held 
in the name of a family iru.st. These shares 
could be non-voting shares. This family trust 
could be comprised of the other .spouse and 
children. If it is structured the correct way. the 
monies that would go to the trust by means of 
dividends could then be distributed by means 
of dividends to each of the members of 
the trust. 

1/ ihe members of the iriisl ti eir not 
receiving uny oilier income, they coiiltl each 
lake oiil S2.f,7.ffi of lUvUiend income each 
\ear. lax-free. II' the family members were 
minors, the attribution rule would not apply, 
if the trust was formed properly. That is, the 
normal Revenue Canada policy of attributing 
income to a minor to the parents for lax pur- 
poses, would not be applicable. 

Estate Freeze 

If you own a company or have other assets 
that have shown a consisieni pattern of 
growth over u period of lime, and you antici- 
pate that that trend will continue - - an e.state 
freeze using a corporation set up for the pur- 
pose. along with a living trust agreement, 
cotild be an effective strategy to consider. The 
practical effect of this technique is to freeze 
the value of the assci.s in your name as of the 
effective date of the agreement. All future 
capital gains will accrue to the benefit of your 
beneficiaries, such as your children. 

There arc many other uses of a living 
trust, including supporting your children, pro- 
viding for family members with special 
needs, divorce seillemenls. looking after your 
financial needs in your retirement, avoiding 
probate and ensuring the confidentiality of 


Testamentary Trusts 

There arc a range of uses for this type of trust. 
As mentioned earlier, these trusts ure includ- 
ed in your will. Common options include; the 
spousal trust, trusts set up for minor children 
or grandchildren, providing for family mem- 
bers with special needs, discretionary trusts 
for children who are .spendthrifts, and gifts 
for charities. Here is an example: 

Spousal Trust 

In this situation, you set up a trust to provide 
income for the life of your spouse, with the 
capital remaining at death to go to the chil- 
dren or grandchildren. 

This type of trust is common when a 
spouse is ill or incapacitated or lacks finan- 
cial expertise. A variation of this format, if 
there are no children or grandchildren, is to 
leave the capital to charily, on the death of the 
surviving spouse. 

The selection of a trustee is a critically 
important part of the process. Many people 
use a trust company as the trustee or co- 
trustee. Because of the legal and lax implica- 
tions of setting up a trust agreement correctly, 
you want to obtain expert advice from a lax 
accountant and lawyer who deals in wills and 
estate mutters. tW 

Douglas Gray. LL.B.. is a Vancouver-based 
lawyer by uxtining. .speaker, columnisi and 
aiiibor of 15 hesiselling books, plus a real 
esiaie invesmem software program. His 
hooks include The Complele Canadian Small 
Business Guide. Home Inc.: The Canadian 
Home-Based Business Guide (both by 
McGraw-Hill Ryerson). Sian and Run a 
Prqfiluble Consulling Business, and 
Markeling Your ProducI (both by Self- 
Counsel Press). 
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by Newsbyles 

New Japanese version 
of Quick View Plus released 

Inso Corp. lias announced ihe release nf a 
Japanese version of its Quick View Plus 4.1 
software. The software enables users In view, 
copy, and prim fully formalled files front 
more than 25 Japanese and more than 200 
U.S. flic formats from within E-mail systems 
and browsers. It al.so lets end-users search for 
text; zoom and rotate yraphics; and view, 
decompress and save files from supported 
archives. 


Nokia to expand the Zhejiang CSM network in China 


Nokia has signed an agreement with the 
Zhejiang Posts and Telecommunications 
Administration for the third pha.se of an 
expansion of the Chinese province's GSM 
‘JOO network. The New Century Group 
reported the eonlraet is valued at US$80 
million. 


Under the terms of the agreement. Nokia 
will deliver high capacity mobile switching 
centers, home location registcl^. base stations 
and a comprehensive network managcineni 

The agreement also includes expansions 
U) the existing network. 


Sony launches Trinitron monitor 

Sony Corp. has introduced a new computer 
monitor (ba.seJ on its Trinitron picturc-tuhe) 
that includes a TV tuner. 

The 17-inch monitor means the over- 
head related to running a TV tuner card, and 
the image processing requia-U inside a com- 
puter, disappears because the hardw'are board 
inside the monitor lakes care ofTV images. 

Rather than being a television with the 


with TV tuner 

ability to display computer 
images, the device is much 

with a fV liiitcr. It can display signals with 
horizoma! scanning fa'quoncy of ,20KHz to 
7()KH/ and automatically adjusts deiwnding 
on the signal input. 

The CPD-I7MS is available in Japan 
for a list price of US$1,079. 



Compaq creates Chinese unit as 

Demonstrating it.s continued expansion in the 
Asia-Pacinc region, Compaq has established 
the Greater China Region (including China, 
Hong Kong and Taiwan) as a separate geo- 
graphic division. 

Philip Yu has been appointed president 


separate geographic division 

of the Greater China Region. Yu will be 
responsible for overseeing .sales, markeiing, 
service and support, and manufaeluring 
operations. 

Compaq opened a manufaeluring 
facility in Shen/hen. China, in 1994. 


Japanese police study Internet porn laws 

The National Police Agency tNPA) begin studying a revision to the law 
which could result in a clamp-down of pornography on the Japanese 
Internet, reports the Kyotto News Seiru e. 

It said the NPA W'ill include pornographic Web sites in Ihe agenda of 
a new research panel that will look at amending the law regulating adult 
entertainment businesses. 

The panel is made up of lawyers and university professors, said 
Kyodri. Results are due within a year of the beginning of the police studies, 
which will also look at regulations surrounding the legality of. so-called, 
"date-clubs" and advertising llyers for companies involved in the sex 
industry. 

Japan currently has no laws specifically covering pornography on the 
Internet and there are many adult Web sites uperniing. 


Toshiba, Sandisk sign cross-licensing deal 
for flash memory product patents 

Toshiba Corp. and Sandisk Corp. say they have signed a cross-licensing 
agreement for lla.sh memory related patents. The deal gives the companies 
access to each other's patents covering design and manufacture of flash 
memory products. 

The agreement includes the right to u.se ihe patented information 
worldwide. 

No further details of the agreement were released, with each compa- 
ny citing confidentiality. 

Eli Harari. Sandisk president and chief executive ofllcer. said: "Wc 
are very happy to announce this patent cross-licen.se agreement between 
Toshiba and Sandisk. 

Both companies have pioneered the emerging markets for 
Hash data storage. This agreement will accelerate the market 
development." CC" 


Attention VAR’s, Resellers and Dealers. 
Your new source for PC Software. 


im-m INC. 

Software Distributors 

Business Productivity, Educational and Games. 

1 - 800 - 510-9011 

Monday to Friday 9AM to 8PM Eastern Time 


Shipped onywhere in Conada within 48 hoursl 
Coll ond osh foi your copy oi our priie list intnlogue. 


hW/Avwwccwmagcon 
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Breaking In Is Hard To Do 

Cloners tiy to make a dent in CPU sales 


.| byAlanZismtw 




The race to provide the 
processors for the com- 
puters you sell is sudden- 
ly hot. 

Of course. Intel 
Corp. has held (he stran- 
glehold on this market, 
defining (he product cate- 
gory, and providing the vast majority of these 
Central Processing Units (CPUs), which act 
as the 'brains’ of our computers. But let's 
look closely at the challengers to Intel's dom- 
inance in what is now an annual USSI8 bil- 
lion market. A couple of years ago. it looked 
a.s if Intel and Its nearly 20-year-old 80x86 
line of CPUs might be facing strong chal- 
lenges from various directions. 

PowerPC 

The PowerPC processor originated from an 
IBM design, is manufactured by Motorola, 
and is in use throughout Apple's PowerMac 
line. With Microsoft's Windows NT being 
ported to run on the PowerPC, this tippcared 
to hold a lot of potential, as the CPU itself 
offered more power in a smaller, less expen- 
sive package than Intel's equivalents. 

While the PowerPC has been a clear 
winner for Apple, it hasn't managed to make 
much of a dent in Intel's Iradiiional markets. 
PowerPC-powered machines from IBM and 
Motorola, running NT or Unix, suffered from 
low sales, while delays in Apple'.s PowerPC 
plalform .specifications have made it impossi- 
ble for clonere lo create boxes that could 
dual-boot between the Mac and NT operating 
systems. NT 4.0 Is still available in n 
PowerPC version, but low sales have led 
Microsoft to announce that the operating sys- 
tem won’t be upgraded beyond that version. 

RISC Processors 

Versions of NT were also created for MIPS 
processors running in NEC workstations and 
Digital Alpha processors in machines from 
Digital Equipment Corp. and several clone 
companies. Again, sales have not been dra- 
malic- As a result, NT for MIPS has also been 


cancelled (though a version of the MIPS chip 
powers the wildly popular Nintendo-64 game 
station). DEC soldiers on. and its 4.T3MHz 
and 500MHz Alphas are some of the fastest 
desktop machines available — and at rela- 
tively affordable prices. The upcoming 
release.s of Microsoft Word and Excel for NT- 
Alpha will make that processor the fastest 
way to run a word processor (as long as your 
typing speed improves!) 

Intel Cloners/Competltors 

AMD and Cyrix have both been in busine.ss 
for a number of years, typically cloning 
Intel’s last generation model, .selling product 
for the low-end of ihe market. Now, however, 
they’re challenging Intel on the high-perfor- 
niancc end as well, with a pair of attractively 
performing models at attractive prices. 

In many ways. AMD’s K6 and Cyrix’s 
6x86MX laka M2) processons are more alike 
than different. Both, for example, have suc- 
cessfully cloned Intel’s instruction set. 
including the 57 new MMX multimedia 
extensions. Machines built around either chip 
happily run pretty much any software that 
runs on real Intel machines; operating sy.s- 
tems like Windows 95 or NT. applications, 
games, and whal-have-you. 

Both provide more power than Intel's 
MMX Peniium.s, and either will do a better 
Job of running the 16-bit code in Windows 95 
than Intel's Pentium Pro processors. While 
neither is quite as fa.si or as powerful as 
Intel’s latest Pentium II powerhouse, they're 
both competitive with it. and at lower price 
points. (Both companies offer chips that they 
claim as equivalent to Intel models running at 
speeds from l66MHz lo 233MHz). 

Both share the same major difference 
from Intel’s Penliiim 11. With ihal model, 
Intel is trying lo force a major redesign of 
motherboards. Earlier motherboards typically 
accommodated the CPU in a socket directly 
on the motherboard surface. The Pentium II is 
built in a special card thal includes the CPU, 
.support chips, and high-speed cache RAM. 
The card requires a dedicated slot, referred lo 


as a Slot 1 design. Motherboards built fur 
Pentium II processors require extensive 
redesign, along with licensing fees lo Intel. 

Both AMD and Cyrix’s new models, 
however, are built to fit into the widely used 
.Socket 7 — originally designed for the 
Pentium. So existing motherboard designs, 
already built around the Socket 7. can be 
modified easily (and cheaply) to work with 
these new models. But Intel has cut prices 
(with more price cuts promised Ihroughoul 
the rest of the year). 

To dale, AMD has a big contract with 
Digital for its Venturis line of (non-Alphu) 
PCs. and with Hewlett-Packard, which is 
shipping AMD's last-generation K5 proces- 
sor in several of its lower-priced models. 

Cyrix has managed to get its 6x86MX 
chip into a number of U.S. clone models, but 
(he processor has had little impaci so far on 
(he Canadian market. Compaq is using 
Cyrix’s lower-powered MediaGX in its 
Presario 2100 model, aimed at the home mar- 
ket. The MediaGX, while in many ways a 
turbo-charged 486. includes video and sound 
support. This means traditional video and 
sound cards are unnecessary, and makes this 
an attractive choice for models aiming at the 
SI.CKIO price point. 

AMD and Cyrix are each aiming to sell 
one million CPUs by year-end, which would 
still leave Intel in.side the vast majority of 
computers sold. And none of the companies 
are standing still. AMD. for example, is 
expected to release 266MHz aad 300MHz 
models of the K6 before year’s end. As well, 
the company is planning a K6 version aimed 
at mobile computers. Cyrix's 6x86MX 
already works at dual-voltages. The lower 
voltage setting saves power in battery-pow- 
ered machines, and may be the most attrac- 
tive current offering for mobile models. 

Next month — the Intel empire strikes 

Alon Zisman is a computer journaltst and 
teacher living in Vancouver. He can he 
reached at a_2isman(a.cyherslore.ca. 
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OCTOBER 
Ad Closed; Sept IS 
Distribution: Oct-fi 
Feature: Security 

Hardware Focus: Monitors/Displays 
Software Focus: Voice Recognition 
Lab; Business Printers 

NOVEMBER 

Ad Closed: Oct 17 

Distribution: Nov. 5 

Feature: Channel Update 

Hardware Focus; Videoconferencing 

Software Focus: Document Management 

Lab: High-performance Computers 

DECEMBER 
Ad Closed: Nov. 14 
Distribudon:0ec.3 
Feature; Forecast 1998 
Hardware Focus; Input Devices 
Software Focus: Educational 

Edutainmem Software 
Lab: Home Computers 
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PRODUCTS 
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PRODUCIS 

Adobe advances document 
'repurposing' software 

Adobe, Millwiire piimeer in desklop publisli- 
inj! on pci^onul eompuicrs, bus unnouneod n 
ne« version of its l-'ruineMnker doeuineni 
pLblishiny software, a proiirani desiiined lo 
allow users lo 'repurpose' doeuments. so thul 
lliey ean be published In a variely of media, 
iiieludiny hard eopy ipaper). or on the Web. 

l-'rameMaker 5.3 employs ■Smart 
Doeiitneiil' arehileelure lo keep layout 
mslruetions and eomeiu (sueh as raw text and 
jiraphiesi separate, enabling easy user eonirol 
of layout throughout an entire doeumeiu. 
Changes ean be made globally and insiantly 
with a single mouse eliek. FrtimeMaker aims 
to make many of the eommon and repetitious 
aspects of publishing aiiiomaiie. enabling 
simple revisions, updates and cross refer- 
ences. 'nie new version of l-rameMaker is 
also oplimi/ed for eollahoralive publishing 
- aihrwiiig several eo-workers to make addi- 
tions. delelions and modilleaiions to a docu- 
ment. while ensuring that all other eoniribu- 
tors know what changes are being proposed, 
and allow ing changes Ui be undone if neces- 
sary. l-'rameMaker direlimems ean be dislrib- 
uied in the Adobe Acrobat (PDF') formal, or 
HTML, or, with the use of FrameMaker+ 
SGML.5.5. in the SGMI.doeumeni formal. In 
terms of tool types and features, some of the 
most noteworthy new ones include eoniexi 
sensitive menus, itible .sorting and exporting, 
tharaeler level language definition, and 
improved import and expon rilicrs. 

For more information. eonlael 
liiip://ww'w.iidi>he.eom. 


QDI adds motherboards 

Quamuin Designs Lid. has annoiineed the 
release of its Legend .Series of molhorboards 
thill use Inters Pentium II -Wdl.X chipset. 

The chipset includes the Aeeeleruled 
Graphics Pori lAOP) teelmology, and has 
boosted the bus speed for graphics Iransniis- 
sion by four times eompared to the PCI slot 
— trom .VMFI/ to l3.5MFIz. says Quantum. 

i'J(l5)y4(l-.3H27. 


Matrox and intsync combine to offer digital video 


At the recent Siggraph y? show in Las Vegas. 
Montreal-based Matrox Video Products 
Group and imsyne eorp. annoiineed a new 
video production and editing sys- 
tem based on the imsyne .Speed 
Razor software and the Matrox 
DigiSnile PCI card hardware. 

According to Alain Legauh. 
vice-president of produel devel- 
opment of Matrox Video Products Group. 
"The unii|ue imsyne Speed Razor arehileelure 
allows Malrox to design plug-ins that fully 
exploil the advanced features of our hard- 
ware. The version 4.0RT of Speed Razor is a 
very powerful editing solution, and as wo 
move forward in our eollaboration with 
intsyiie, even more features of the DigiSuiie 


hardware will he exposed lo Speed Razor 
users,” The Malrox hardware allows PC users 
III capture uneomprcssed Dl digital video 
with 4SKI-I/ DAT audio, and using 
the imsyne sol'lware. to perform pro- 
fessional editing operations sueh as 
mal lime A/B roll, over l(X) wipe and 
transition efi'eels, plus graphics edit- 
ing. The Malrox DigiSuiie with the 
inisyne Speed Razor is sold through profes- 
sional video/mullimediu dealers, and the 
complete system, including the iw-o PCI bus 
cards, audio and video breakout boxes and 
software has a suggested list of $9,99,5. 

For more informuiion, eonitici 
hllp://w'ww.in-syne.com. or hllp://www. 
malrox.eom/video. 



Matrox Digismle 


CompuTrace and McAfee shut down notebook thieves 


It isn't nice to have your computer .stolen, hut 
it would be some eonsulalinn if the compuier 
at least made an effort to escape from the 
Ihieves. This scenario is actually a lot mom 
likely than it sounds, due to a recently 
announced alliance between Absolute 
Software, the publishers of CompuTrace 
'undetectable' aiili-thefl software, and 
McAfee, the well-known makers of security, 
management and anti-virus software. 

CompuTrace is a program designed to 
reside invisibly in the background on a com- 
puter. periodically logging in lo a monitoring 
service. If the computer is stolen, the owner 


reports the theft to the CompuTiaec monitor- 
ing service. The next time the PC is turned 
on. with u working modem installed. 
CompuTrace will make a call to the monitor- 
ing service, unknown to the user, and report 
its location. The ptilice will then be informed. 

According to CompuTrace. a Canadian 
lour eonsiillunl who had her notebook stolen 
while working rock eoneerl, recovered it 
when the syslctn 'called in' after the theft. 
The CompuTrace software costs $29.95. plies 
a $60 annual moniloring fee. For more infor- 
mation. contact htlp://www.compulrace.eom 
or l-8(l(l-22(W)733. 


Call waiting on the Web from 

Brampton. Out. -based InfolnlerAelive 
(hilp://www.inleraciive.ca) is marketing iis 
new Inleincl Call Manager, or a.s the compa- 
ny calls it. "visual call wailing for the 

Basically, the service, at $4.99 per 
month, allows home users with one phone 
line 10 slay connected, without missing a call. 
Users must also subscribe to Caller ID. from 
iheir lixcal phone company. When a user is on 
ihe Imcmei and a phone call is received, a 


Brampton's InfoInterActive 

niiiiricalion box including the caller's name 
and number is presented on the screen. The 
user then has a variely of options, (although 
they vary slightly, depending on services sup- 
ported by the regional phone eonipanyi. 
including uiking the cull, sending a voice 
message over the phono line advising the 
caller to call hack Inter, telling the caller that 
the user has ihcir number and will call them 
back shortly, or pushing the call through lo 
voice mail. 


Digital Equipment ships high-end executive notebook 


Aimed at the very high-end of the market, are 
Digital F^uipmcnl of Canada Ltd.'s latest 
additions lo the FJiNoie Ultra 2001) series of 
notebooks. 

The emphasis wilh ihe Digital HiNoto 
Ultra 2(K)0 GTX 5I66M and VTX 
5 1 66M is on serious technology in an 
ultra-portable package. 

The Digital HiNiiic Ultra 2(M)ll 
offers 1 2. 1 -inch and 14. 1 -inch screens 
with starting weights of about five 
pounds, and a height of L25-inehes. 

The systems olTei Wiiidi>ws 95 



and Windows NT Workstation 4.0 with 
enhanced power management. AUo included 
are a: 20X CD-ROM drive, a "hot .swap- 
pable" CD-ROM/diskcltc drive, and a 
56Kbps iniegraled modem. 

Estimated street prices for the 
Digital HiNoie Ultra 2000 series 
will range from US$4,999 lo 
U.SS5.999. The Digital HiNolc Ultra 
Multimedia Dock and the Digital 
HiNoie Ultra Enhanced Pori 
Replicator are priced at LISSS99 and 
US$,379. respectively. 


58 CANADIAN COMPUTER WHOLESALER September 1997 <i,t, 



PRODUCTS 



Security — at your fingertips! 

Ollawa-basecI American Biometric Company 
(ABC) has just started mass production and 
shipment of its BiuMouse. a USSIW finger- 
print recognition system for PCs and worksta- 
tions which, according to the company, sets a 
new benchmark for price perfonnance in bio- 
ntcirie seeurily technology. 

The BioMouse looks a bit like a regular 
computer mouse inflated with helium, it has a 
little pink button on one end, where the user 
applies a fingerprint for scanning. 

The BioMouse connects to the parallel 
port of any PC or (with an adapter) a Sun or 
Silicon Graphics workstation, and ofTers full 
parallel pass-through, as well as using an 
external power supply. A PC Card version for 
notebooks is expected in 1998: in the mean- 
time, notebook users will need access to a 
power source for authentication. 

BioMouse software is available for cur- 
rent versions of Windows and Windows NT. 
as well as several varieties of UNIX. A Mac 
OS version of the BioMouse software is 
intended for release in Q4 1 997. 

Once the fingerprint recognition sofl- 
warc is loaded onto a computer, the user is 
prompted to enter a fingerprini scan as a pass- 
word. From then on, every lime a would-be 
user wants to log on to a computer, they will 
be asked to enter a fingerprint. The BioMouse 
scanner attached to the computer will scan the 
offered finger, and compare it to an enci-ypied 
template of the llngerprint. which has been 
previously entered into a fingerprint 
database. 

The company is now look- 
ing fur dislrihulors and 
VARs. Visit htlp;//www. 
abio.com. or call: 1-800- 
579-5438. 


Trinity ships TV studio in a box at Siggraph 97 show 


,^n~ ^ sivc R&l)^ Play Inc. 

shipping its long-awaited Trinity digital 
video production system. 

Trinity is a hardware and software sys- 
tem designed to allow users to perform a 
wide range of broadcast quality digital video 
production operations with (he aid of a PC. It 
is essentially a large metal ehussis eoiituining 
a molhcrlxiard with a host of expansion slots. 
The base .system comes with a digital switch- 
er that cun mix up to eight live video feeds, a 


ehronia-keyer for overlaying video and 
graphics, reul-linie organic wipes, aniinaled 
custom .3D cffccl.s. linear and non-linear edit- 
ing, a character generator, paint, animation 
compositing, mid a Iwo-ehannel still store. 

Additional equipment required would 
include a Pentium PC as the host controller, 
and \ ideo lajie recorders for source and 

Play is a company largely composed of 
former Amiga eompuler video developers, 
including several key developers of the 
famous NewTck Video Toaster. For more 
inromialion. contact hllp://www.play.com or 
l-8ll()-3l)fi-7529. 


Smart intros giant rear projection touch-sensitive panel 


Smart Teehmikigies has aniiounced the .Smurl 
Board RPSB 72(l, a 72-inch rcur-prqjeclion 
louch-sensilive screen. The RPSB 721) is an 
interactive electronic whiteboard, which can 
be used in a leaching or collaborative work 
environment as a writing surface al the user's 
site, while It also Iransmiis the user's dia- 
grams and writing over a neiwiirk to be 
viewed by colleagues in remote locations. 

A Windows or Mac computer screen 
display can be projected on the whiteboard 
serecn. and the user can interact with the soft- 
ware applications visible on ihe screen b> 
simply pointing and pressing with a fingerlip 
to activate menus, icons and window options. 
A stylus can bo used to ’write' electronic 


noliilions onto the computer screen. 

According to Nancy Knowllon. execu- 
tive viec-prcsidcni of Culgarv-ba.sed .Smart 
Technologies; “El'l'cclivc collaboration 
means teams need in be able to eonvenienlly 
access, and work with, infomialion stored in 
a \ aricly of media formal. 

"An open system such as the Rear 
Projection SMART Board 72(1 is ideal for 
workgroups because they tan integrate their 
existing resources into ihe unit, then imcraci 
with the maierjals from a large touch sensi- 
live screen." The RPSB 721) has a suggested 
retail price of ahoiil S2I).()IK1. 

Visit lillp://www.smaritech.eom or 
telephone (4(13)245-0.3.3,3. 


Compaq Canada releases Armada 7300 notebook line 


(NB) — Compaq Canada Inc. has announced 
(he Armada 73(K)nolcbook line. Canadian lisi 
prices for the new lightweight notebooks are: 
56.45(1 for Ihe Armada 73.3(|T with 15l)MH/. 
Pentium, 2.1GB hard disk. 16MB of memory, 
a 12.1-ineh 800 by 600 display, and liihiiiin 


ion buttery; and S7.288 for the Armada 
73.5()MTwilh 166Mtl/ Pentium. 2. 1 GB hard 
disk, .32MB memory. I2.l-inch 800 by 60(1 
display, 33.6Kbps telephony imidem and 
lithium ion battery. 

Call l-X(K)-567-16l6 for more information. 


Lexmark ships $ub'S200 color ink-jet for home and education 


Lexmark Canada Ine. has 
begun quanllly shipment of ius 
new 6(KI dpi Lexmark IIHK) 
color ink-jel primer, aimed al 
Ihe home and eduealionul 
markets. 

According to Marty 
Grieve, director of the con- 
sumer printer division of Lexmark Canada: 
“The Lexmark 1000 sets a new price perfor- 
mance point for 600 dpi priming. Wiih its 
small si/e. great prim quality and attractive 
price point. Ihe Lexmark 1000 is a natural 
choice for ihal second PC in the home, or for 
hack to school, where small space require- 
menu and light hudgcls are often the norm." 

And lx.'xmark's new 'Prebale' cartridge 



marketing program is aimed al 
increasing eusioincr loyally for 
name-hrand Lexmaik supplies. 
A ‘Prehate' cartridge for Optra 
■S printers is offered for a sig- 
nifieani discount (about 540l 
on the condition that the user 
agree to a single-use licence, 
which forbids any "resale, re-iise. ivHU or 
remanufaelure" of the cartridge. TTiis licence, 
if adhered to. would elTeetively restrict the 
availahilily of used carlridges to rellllers. 
who typically provide off-brand, reinunufae- 
larcd laser prlnler and inkjet cartridges lor u 
fraction of Ihc price of name brand supplies. 

For more inromialion. conlacl blip:// 
www.lexmark.com or (905) 477-231 1. tW 
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Cisco Canada has named 
new channels manager 

Cisco Systems Canada Ltd. has appointed 
Brent Rcbu.s to national manager. Canadian 
channel operations. He is 
responsible for relaiion- 
ships with value-added 
dealers, systems iniegra- 
'• I tors and VARs, and is 
also expected to develop 
r and expand Cisco 

Systems Canada’s chan- 
Breni Rebus nel Strategy. 

Rebus first joined Cisco in 1994 as 
regional manager, capital region. His 10 years 
of industry experience include a variety of 
sales and management positions at IBM 
Canada Ltd. 


Informix announces CEO 

Informix Corp. has appointed Robert 
Finocchio, Jr., as president and CEO. He will 
also Join the board of directors for that data- 
base technology company. 

Most recently. 
Finocchio was president 
of 3Com Systems, a com- 
pany that grew from 
USS4I9 million in 1990 
to more than US$3. 1 bil- 
lion in 1 997. He managed 
10 divisions and 4.000 
employees- 

SCO appoints senior VP 

Santa Cruz Organization has announced that 
David McCrahb has been appointed senior 
vice-president, market planning- McCrabb. a 
25-year veteran of the IT industry, was for- 



merly SCO’s vice-president of marketing and 
channel sales. He will assume respon.sibilily 
for “the vision and implementation of SCO’s 
worldwide market and business develop- 
ment," reporting directly to Alok Mohan, 
SCO's president and CEO. 

PeopleSoft has new VP 

PeopleSoft Inc., a vendor of enterprise appli- 
cation software, has announced John Stammen 
as vice-president and general manager a .sepa- 
rate division to provide business software 
products and services that address the specific 
needs of medium-sized organizations. 

John Stammen has 17 years of experi- 
ence in the software business, and joined 
PeopleSoft in 1994 as vice-president and gen- 
eral manager of the midwest region. 

PhotoDisc gets new exec 

(NB) — PhotoDisc Inc., a provider of digital 
photography to creative professionaLs, has 
promoted Tom Hughes to vice-chairman of 
the board and managing director of interna- 
tional operations. 

Hughes, who was one of the co-founders 
of PhotoDisc, will be responsible for devel- 
oping strategic plans and relationships, 
increasing PhotoDisc’s market presence 
abroad, and providing strategic direction 
to the development of new products, says 
the company. 

Hughes will also oversee international 
sales and marketing efforts outside of the U.S. 

Apple searches for new CEO 

Apple Computer Inc.'s board of directors has 
retained Heidrick & Struggles Inc., a global 
executive search Firm .specialized in CEO 
assignments, to assist it in its search for a 
new CEO. 

Apple says the firm will seek a world- 
class technology industry executive, "both a 
strong leader and a hands-on manager, with 
a successful sales and marketing back- 
ground, an established industry knowledge 
and reputation, and the ability to create, exe- 
cute and inspire." 
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Sapt.9 — EteiMtM HariMiSottMCh’S? 

Sept. 11 — Vaacomt Call. l-800-637-473a 

hlipy/vMw.meriscl.ca 


Sept. 9-10 

Sattworid'97 

Vancouver 
Cost: $995 
E-mall:inlo®softworld.org 
htlBVAvww.sottworld or^ 

Sapt. 10-19 CrrACMfaiwcaiM 

TtIWM *97 

Toronto 

Call: (416) 493-7745, Of 1-386-691-2282 
htl|3:/Avtw.cbla.[a 

tapl. 10-19 

rrFoTM 

New York 
Unix Expo Plus 
Call 1-800-829-3976 
http V/www shownet com 

Sept. 21-29 

ISS‘97 «V0ll4 


Toronto 
The Pinnacle Group 
Call; (416) 588-3522 
htlp://www.iss97.Drg 

Sapt. 24-20 

>MlB0tsExpo’97 

Hamilton. Onl. 
Call- (905) 522-6117 exi 306 

Sapt. 20-29 

Cwcpctcr Feet Ai4 
HcMOfflecEipe 

Toronto 
Call: (416) 925-4533 
htlp://www comfesl.com 

Canneree liU Ywr OigaRizatiM 

Ottawa 

Electronic Commerce Canada 
Call: (613)237-2324 
E-mail olflce^cc.ca 
htip://www,ecc.ca 

Oct. 7-9 

eauiOex/SCIB '97 

Montreal 
http //WWW comdex.com 

Oct 27-30 

Oec—itlM CcMdi 

Toronto 

Cost. $975 (workshops extra) 
E-mail: ofOLt$53rd@interdoc.ca 
htlp://inlerdoc.(a/ 

Oct. 28-30 

DU^IctcnctEipc 

Toronto 
CalT (508) 470-3880 
Fax. (500) 470-0526 
http://www,DCIexpo,coni/lnternel 

No*. 17-21 

CMdH/FiII‘97 

LasVejas 
ntlp.//www comdex.com 




COMDEX/SCIB is your world-class 
connection to information technology 
solutions, from the desktop to the Internet. 


At the Exhibits—saw time and make 


smarter buying decisions by seeing hundreds 
of leading companies in one place— with 
thousands of new products for the Web, 
network computing, multimedia, groupware, 
and global communications. 


At the Conference— you'll benefit from more 
than 30 cutting-edge sessions and tutorials, 
plus in-depth vendor demonstrations at 
the COMDEX Technical Exchange and 
intranet/extranet strategies at the new 
Electronic Commerce Forum. 


It’s time to get your business 
connected. ..at COMDEX. 


www.comdex.com 


Bo online to register 

and for complete, updated information. 

To receive your registradon form by fax, call 7S1'449-5554 
and enter code 99. You'll receive the form by fax within 24 hours. 


HCOMDEX 

SCIB '97 


CONFERENCE HOTLINE 

In Canada, call S14-S61-10S2, exL 1650. 
In the II.S., call 781 •433-1650. 


October 7-9, 1997 • Palais des Congres • Montreal, Quebec 


For opportunities on exhibiting: 
In Canada call 514-990-1768; 
hi the U.S. call 781-433-1600. 




"Apple Computer should become Apple Software Inc. 
— a much reduced, but hopefully highly profitable company.” 


I alli-ndi-d MiicWoild 
Expi) rctcnlly in 
Bosloii. where Sieve 
Jobs rcvenled Microsofl 
WDuld be invesling in up 
10 five per ceni <il' Apple 
.sHK-k. 

Channel Problems 

While mos! puiidils are blaming bad market- 
ing by Apple for the company's decline over 
the past 1 1) years. I pul the blame for Apple's 
misrorlune.s squarely on channel problems. 
Early on, Apple awarded lucrative franchises 
in key markets to a small set of dealers. Apple 
allowed no competition. When competition 
did sneak in. in the form of grey market 
goods bought from overstocked U.S. 
Coinpulcrlaiids. Apple was quick to stomp 

I watched this close up in Vancouver 
with the Iraditional Apple Auihori/.ed 
Dealers. They were able to turn their noses up 
at the mtail market, because of their real 
money-makers — their education contracts 
and a number of key corporate accounts. 

Mac Market Sagged 

The result however, was Ihtil Macintosh mar- 
ket-share continued to slip. Apple knew it had 
to do something, but every lime ihe company 
suggested changes, these were proie.sted 
heavily by this mlatively complacent group 
of dealers. Things changed, but too slowly. 

First. Apple allowed in the big ho.\ 
retailers like Future .Shop and Computer City. 
Then they went into very bruad distribution, 
selling through HMJ Data Systems l.ld. The 
Iradiliunal Apple dealeis still got a few perks, 
but these were in rapid decline. 

Good Growth Potential 

Despite all Apple's corporate problems, I 
believe if the company leaves the elonc mar- 
ket alone, and in fact allows it to expand, the 
Maeinlosh line .stands a good chance of sur- 


viving as a wonhy eompeliior to Windows. 
The RISC versus CISC chip argument is 
finally sianing to bear fruit. Intel has no chai- 
lenger to the heart of the PowerMues — 
Molonila's new 7.S(I PowerPC chip. Last I 
counted, the PowerPC had been in the speed 
lead for about a year now. The 750 started 
shipping this month. 

In the last two years, things have 
changed radically in the reseller sector. 
Education purchases of Macs are on the 
decline: most of the old corporate strongholds 
are throwing aw ay their aging Maes and stan- 
dardizing on low-cost, high-powered 
Pemiunis. 

With the coming of the clones, there is 
much more Macintosh activity in Vancouver. 
Byte Compulers, a long-time Apple-only 
dealer has Hied for bankruptcy; Advantage 
Computers, another one of Ihe old guard has 
moved out of its corporate ofilccs and has 
taken a position on Broadway's active retail 
corridor. Young, aggressive dealers like 
Venigri Research and Mac Station lu^ enter- 
ing the niarkel with clone Macintoshes. Even 
some formerly PC-only dealers like 
Compu2(l(iO and Discount Sofiwure Club 
have jumped in with a good Mae selection in 
their ad listings. Computer Buyer's 
Warehouse Direct is doing national mail- 
order for clone Macs. Apple may be having 
problems, but 1 has c nev er seen the Mac mar- 
ket look so healthy. 

Douglas Alder for 
CEO of Apple 

I would like to humbly .submit my name to 
Steve Jobs for Ihe post of Apple CEO. (Not 
seriously, my wife would slop talking to me. 
Also, there may be a few small gaps in my 
resume, like no experience running billion- 
dollur companies.) 

But here's what I think the company 
should do. I believe that Apple needs to gel 
out of the hardware business. For the longest 
lime. I could not .sec the logic of it, but seeing 


the hassles Apple has had with Ihe cloning 
dilemma in recent months, it Imally clicked. 
These issues will simply not go away, while 
there is still a link between Apple's hardware 
and software business. I think Apple should 
spin the manufacture of its hardware ofl', in 
the same way that it spun out the Newton 
diviskm. 

Applo Computer should become Apple 
.Software Inc. - a much reduced, but hope- 
fully highly prol'iiable company. The hard- 
ware division .should become its own eoinpu- 
ny. something like Macintosh Computers Ine. 
These guys would have to hustle to return to 
their former glory. The company would never 
gel 30 per cent margins back, but it would 
have a good brand nnme and some hot prod- 

This company would have links to 
Apple, just as Apple did with Claris a few 
years back, but there would be a division of 
church and stale, monitored closely by the 
new. largely oulside-Apple bt'arU of direc- 
tors. Claris is making a fair bit of its money 
developing PC products these days. Claris 
has a stable of great products and It is a model 
cross-platform developer. Mac and PC prod- 
ucts usually ship the same day. 

Apple .Software Inc. .should make all 
product information equally available to all 
cloning partners. Macinio.sh Computer Inc. 
would be just one of many. Then Apple 
should drop the gloves and let every clone 
vendor from Taiwan to Ireland make its own 
motherboards and machines. This clone mar- 
ket would be as rough and tumble us the PC 
market has ever been. Margins for manufac- 
turers will be thinner no doubt, but the prod- 
ucts will be competitive and uvailable in 
retail everywhere. In this, I see the survival of 
a great alternative to Microsofl and Windows. 
I wish Apple luck. 

Drwglus Akier is piihlishcr of Canadian 
Cnmpmer Wholesalor. He can he reached al 
puhlisheifti'H'p.ca. 
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DRIVING CONDITIONS HAVE 
IMPROVED DRAMATICALLY. 



HDDirKmCATIOKS 

WNSITOTIA 

WN3l«02Jil 

vfflSTiini 

MI32HW 

V633402A 

Formettetl Capacity (MB) 

l,20T 

1.620 

2.160 

2,540 

3,400 

Track Density 

6.133 

5,932 

6,000 

6,500 

8,000 

Average Soek Time (ms) 
Data Transfer Rales 


10 

10 

10 


Ultra DMA (MB/sec) 
Buffer Size (KB) 

Rotarional Speed (RPM) 
MTBF (hours) 


128 

4,500 

500,000 

128 

4,500 

500,000 


16.6 

33.3 

4,500 

500.000 

5,400 

500,000 

5,400 

500,000 




Sceptre’s 19” 



adds up in the size, performance and 
value equation! 


(Their 1 7" moniuir. 


• Horizonlal rcficsh 30-05 kHz 

• Veilicai refresh 5(t-l20 1 1/ 

• USB liubrciidy (5 poris) 


Monitor 

The P97A, 

the latest member of Sceptre's large family of high 
quality monitors is arguably among the worlds most 
advanced CRT monitors. The P97A 
combines ultra-high resolutions and 
sophisticated chassis with Sceptre 
revolutionary new interface, ARRC 
(Advanced Response Rotation 
Control). The result is a worksiatk 
caliber monitor that is easy to set 

All this for just 

$995 (US) MSRR 



Congratulations to Sceptre’s P75A 
for winning Canadian Computer 
* Wholesalers Technical Excellence 
Award in the Price/Performance Category. According 
to the testers. "Without a doubt, the P75A from Sceptre 
offers the most bang for the buck. It features a small dot 
pitch, a resolution of 1600 x 121)0 at 70Hz and vertical 
refresh rates up to 120Hz all at an incredibly attractive 
price from a leader in the monitor industry." You can 
own this award winner for just; 


$565 (US) MSRP. 


For more information on Sceptre monitors check oi 

our web site at 

www.sccplrelech.com. 

then do the math and give us a call at: 

800 - 788-2878 



The First, The Best, The Only 



